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UNITY + INDEPENDENCE: 
Story of PD (p. 25) 


How inefficient 


can you 


afford to be? | 


To stay ahead in today’s competitive race 
you should take steps to curb those ineffi- 
ciencies that nibble away at profits. Take 
“out-of-gas calls’ for instance. With vapor 
meters you can cut out those expensive 
emergency deliveries. You can eliminate 
costly call backs caused by no one being 
home. Fills can be made at your conven- 
ience and on a regular planned basis. 
Also, metering will help you clean up ex- 


pensive office red tape by putting your 
billings on a systematic, pay-as-you-use 
basis. Lowered accounts receivable is an- 
other advantage. 

The full facts on all the advantages of 
metering are spelled out in our brochure 
ADV-41. Write for your copy. Rockwell 
Manufacturing Co., Pittsburgh 8, Pa. In 
Canada: Rockwell Manufacturing Co. of 
Canada, Ltd., Box 420, Guelph, Ontario. 


VAPOR METERING 
will improve your profit picture 


GO MODERN WITH THESE 
MODERN METERS 

Rockwell vapor meters are made with a sturdy, 
rust-proof, impact resistant aluminum outer case. 
They are safe, dependable and accurate—easy to 


install on brackets. Their capacity of up to 240,000 
Btu’s per hour is ample for practically all services. 


LP-GAS. VAPOR METERS : 
ROGKWELL” 


another fine product by 








Rust and corrosion? Not if your cylinders are 
Hackney double-bottom head cylinders! The smooth, 
rounded contour of the second full bottom head leaves no 


= for rust and corrosion to form. 


shed foot rings? Not if your cylinders are 


Hackney double- ewes head cylinders! The integral, 
fluted foot ring and double-bottom head construction, 
welded all around, adds the strength needed to with- 
stand rough handling and accidental dropping. 


Worn-out bottoms? Not if your cylinders are 
Hackney double-bottom head cylinders! These strong 
cylinders can end bottom failure for many years beyond 
the lifetime of conventional cylinders! Fewer cylinder 
replacements and more money for profits. 


Hackney LP-Gas cylinder—Model RC-100A-DB 


When you up-end your cylinders, what do you see 


A deep, rusted crevice? Not if your cylinders are 
Hackney double-bottom head cylinders! There is no 
sharp angle where foot ring and bottom are joined. 
Cleaning and painting are easy to do. Rust can’t get a 


foothold. 


Mud, snow and ice? Not if your cylinders are 
Hackney double-bottom head cylinders! The broad, 
shallow, fully rounded bottom offers virtually no chance 
for accumulations of compacted materials. 


Check your cylinder bottoms now. Consider 
what Hackney double-bottom cylinders can save you in 
maintenance time, repainting dollars and rebuilding 
costs. Write for quantity prices and delivery dates. 


Cross section shows how Hackney patented double- 
bottom head construction is stronger, doubles life of 
cylinder, makes cleaning and painting easier, and re- 
duces replacement and maintenance costs. 
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The Neptune LP-gas truck meter is the only meter with all accessories built-in so 
compactly . . . a complete, accurate system that requires only three connections 
to install, takes space a little larger than this magazine. 

In one assembly you get the most reliable meter built, vapor release, strainer, 
pressure relief valve, inlet check valve, differential valve, and vent line check 
valve. Plus a ticket-printer. All units are designed to work together as one inte- 
grated and compact package. Always easy on your pumps. 

Most important, all elements are designed, built, assembled, and calibrated 
as one unit by Neptune. 

Add to this Neptune’s fine reputation for sustained accuracy and low main- 
tenance, and you have the LP-gas man’s most sought-after business friend. 

All sizes. Backed by nation-wide network of Neptune-operated service centers. 
Your Neptune jobber or tank truck builder will be glad to supply details. 








NEPTUNE METER COMPANY 


47-25 34th St, Long Island City 1, N. Y. LIQUID METER DIVISION 
Branches and Jobbers in All Principal Cities 
in Canada: Neptune Meters, Ltd., Toronto, Ontario 
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DEMANDS WILL INCREASE RAPIDLY 


_ WILL YOU BE PREPARED 


FOR COLD WEATHER? 


have all your tanks and your 


customers’ tanks full of Warrengas 





or Gulftane by early this fall. 
Contact our nearest Sales Office. 
A 


GULFTANE 
» LP-GAS brorans 






WARRENGAS 
the Concentrated fuel 
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Uncovering a hidden 


talent 


AMONG ALL THE THOUSANDS of 
people employed in LPG firms 
throughout the country, there is no 
doubt a great deal of hidden talent. 
Men who could be great writers 
may be toiling on the less glamor- 
ous jobs of filling cylinders or driv- 
ing trucks. The world may be de- 
prived of a few Ernest Heming- 
ways just because it’s so important 
to keep the kids fed day in and day 
out. 

There are probably some fine 
artists, too. More and more people 
seem to be turning to this kind of 
outlet for their creative energies, 
which have no chance for expres- 
sion in the daily grind of making a 
living. 

Being a medium for creative ex- 
pression of a sort, BPN is always 
glad to have the opportunity to 
present one of these heretofore un- 
discovered talents to its readers. It 
happens all too rarely. 

A couple of months ago, Howard 
Judkins, vice president of Dead 
River L.P. Gas Co., Bangor, Maine, 
sent us along a few cartoon sketches 
from the pen of Ed Parent. Parent 
works with Thomas Hicks, distrib- 
utor of Dead River bottled gas 
throughout the greater Bangor 
area. 

Writes Judkins: 

“Mr. Parent recently completed 


So! | have finally found where you hide 
your liquor! 


a three-year tour of duty in the 
Army. He served in the infantry 
in Korea, in addition to a year at 
Fort Sill, Okla. At Fort Sill, he 
devoted his time to reproducing 
drawings of new weapons for the 
study room walls. Obviously, the 
army quickly recognized his talents. 

“His present activities include 
some work in creating and produc- 
ing signs, and the painting of a 
mural in the recreation room of the 
local VFW hall.” 

And now he has “made” a na- 
tional magazine (see below). We 
don’t know whether it’s the first 
time; we hope it won’t be the 
last. 


oe 


BACK TALK 


“Tickled pink" 
Dallas, Texas 

We are tickled pink at the prac- 
tical, common-sense advice con- 
tained in the article on carburetion 
conversions (Convert Your Way 
to Profits—Part 1, BPN, June 
1960, page 86). 

There is so much nonsense going 
around, put out by irresponsible 
peddlers and pseudo-experts. Your 
advice gets right down to wrenches, 
screwdrivers and pressure gauges, 
which are the everyday tools of the 
practical LPG carburetion man. 

We preach the same doctrine. 
This stuff is not a deep, dark 
secret, nor does it require elaborate 
tools and prolonged schooling. 

We are thinking of adding the 
plug scope or the AC oscilloscope to 
our list of instruments which are 
useful, yet optional. We feel you 
overlooked spark plug socket and 
feeler gauge, automotive vacuum 
gauge, tubing cutter and flaring 
tool (which LPG men already 
have), and for holes in fenders we 
prefer a punch, chisel and hammer. 

ROBERT N. JONES 
ENGINEER 
J & S Carburetor Co. 
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Mr. Jones is quite right, the 
feeler-gauges and plug wrench 
were missing from the tool kit. I 
suggested in the second article 
that a flaring tool should be used 
on brass tubing to make inverted 
flares. 

Referring to the plug scope and 
oscilloscope, the dealer will make 
his own choice of the tools he feels 
will be useful to him. One man will 
make all his adjustments with a 
tachometer only. Another will do 
just as good a job with a vacuum 
gauge. Yet, another will rely sole- 
ly on the exhaust analyzer. Many 
Detroit engineers whom I know 
personally will rarely put their 
trust in an exhaust analyzer. They 
much prefer a vacuum gauge so 
they can read immediately what 
the gauge says instead of waiting 
for the analyzer to balance out, 
whereas the analyzer is usually the 
main tool in the L. P. gas indus- 
try. Perhaps LPG men are more 
patient. JOHN E. HALLBERG 


LPG in Iraq 
Baghdad, Iraq 

We wish to inform you that our 
LP-Gas Distribution Bureau has 
recently been established in Bagh- 
dad (Iraq), Rashid St., South Gate, 
and is the only organization respon- 
sible for the distribution of L.P. 
gas in the Republic of Iraq for 
domestic industrial and agricul- 
tural purposes. 

We should like to acquaint the 
various peoples of the world, many 
of whom are at the same time your 
most important clients, with our 
bureau in order that those inter- 
ested could easily approach us on 
matters concerning gas and/or gas 
appliances for introduction to the 
people of Iraq. We deem it most 
important with a view to achieving 
our aim to have a word on the sub- 
ject published in your BPN. 

KHALIL JAMMOOA 
MANAGER 
LP-Gas Distribution Bureau 


TBDA gets behind 
flame cultivation 
Plainview, Texas 
“Big Push in Flame Cultivation” 
(BPN, July, page 29) was a very 
good article and is being read and 
well received with favor by many 
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SELL MORE 
~ TOUGH BUYERS” 
WITH REZNOR... 


more types and sizes of direct- 
fired heaters to choose from! 


Now you can satisfy “tough buyers” with just the right 
model heater for every job. The Reznor line features more 
types and sizes than any other! Choose from: 

e Money-saving, space-saving unit heaters with three con- 
trol options, propeller or blower fans, 25,000 to 30,000 Btuh. 
e Low cost, versatile duct furnaces in capacities of 50,000 
to 300,000 Btuh and up, for central heating, year-round air 
conditioning, or heating of make-up or process air. 

e Matching, quiet-operating blower packages, if a separate 
air handler is needed. 

e The new Reznor Venter, an automatic vent exhauster 
that lets you install Reznor unit heaters almost anywhere. 
e Effective, five-way heaters for high ceiling applications, 
300,000 to 600,000 Btuh. 

e Heavy duty, forced air heaters, 400,000 to 2,000,000 Btuh, 
that you can floor-mount or suspend, and use with air dis- 
charge nozzles or ductwork. 


Ask your distributor for a copy of Catalog 
SA-5900, with complete data on all Reznor 
heaters. Or write Dept. 4-H, Reznor Manu- 
facturing Co., Mercer, Pa. 


REZNOR HEATERS 


**WORLD’S LARGEST SELLING DIRECT-FIRED HEATERS" 





"The Loadmaster" LPG Truck Tank 


Your One Supplier with everything in L.P. gas 
olaleM-Valabdelacltl- Mm Uialieliliom <°18l] laal-tals 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 























BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 











"Pastels By Pasley” 


Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 





COLOR—The Modern Trend! 
Bring your LPG Equipment up to 
date. "available in the following 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 

Desert Rose 











The Pasley Mfg. & Dist. Co. 
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Back Talk 


of our industry. This article, along 
with your article in Beyond the 
Mains, has had much desirable 
effect. 

The board of directors of the 
Texas Butane Dealers Association 
voted that the association should 
get behind this project, and as a 
result, Bill Lawson and the presi- 
dent of the TBDA, along with sev- 
eral directors, came to Plainview 
on July 29 to develop these plans 
along with Dr. Longnecker. 

Again, I want to thank you per- 
sonally for the good work you have 
done in presenting this project to 
the attention of the butane dealers 
group throughout the nation. Truly 
this is one of the biggest loads that 
the butane dealers can look for- 
ward to, and for personal and sel- 
fish reasons, I am going to spend 
much time and money to develop 
this as quickly as research will 
permit. 

W. R. TAYLOR 
MANAGER 
Gene Bumpus Inc. 


Wanted: a correspondence 
course 
Kingston, Jamaica 
Would you kindly inform me if 
there is at the moment a school 
through which we can obtain a 
correspondence course in L.P. gas? 
In 1950, I was then employed by 
Esso Standard Oil. I started a 
course from the Institute of L.P. 
Gas, Tulsa, Okla., but it wasn’t 
completed. At the moment I am 
employed by the Tropical Gas Co. 
and would like to complete same. 
I have written to the institute but 
the letter returned unclaimed. Do 
you know of any school? Please 
oblige. 
C. A. MCKENZIE 
Tropical Gas Co. 


The Liquefied Petroleum Gas 
Association has developed a course 
titled “LP Gas Service Training 
Course.” It is very comprehensive, 
and I should imagine is just the 
sort of thing you are looking for. 

I suggest that you write to the 
LPGA for further information on 
it. The address is 11 So. LaSalle 
St., Chicago, Ill. 
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V. H. Arnold, Manager 


BURROUGHS EQUIPMENT SAVES $2800 PER YEAR 
ON ACCOUNTING COSTS 


The scene: Lyons Butane Gas Co., Inc., Alto, Texas. The jebs: accounts receivable 
(including customer billing), accounts payable, general ledger work. The equip- 
ment: one Burroughs F-100 Accounting Machine. The results, in the words of 
Manager V. H. Arnold: “This equipment so adequately absorbed the paper work 
for a 20% increase in accounts that the need for an additional clerk has been 
eliminated. The general ledger figures it provides as a by-product of account post- 
ing give us an accurate, up-to-date picture of our business every day. With this 
information we are able to evaluate and improve customer service.” Burroughs-~TM 


Lyons is one of many gas dealerships helped to 


new accounting efficiency by Burroughs office Burroughs 


automation equipment. For details, action—and 
results—call our nearby branch now. Or write 


ae 
Burroughs Corporation, Detroit 32, Michigan. Corporation 


“NEW DIMENSIONS {| in electronics and data processing systems” 
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Wall heater profits start in the home, with 








Suburban engineers have thought of every- =< a psa nR 
thing it takes to provide maximum trouble- ecombustionchamverin =f .aaene 
3 ' ’ the Suburban Counter-Flo 7 fsa pe én sey toe 

free heating comfort that builds satisfied cus- is guaranteed not to rust | § - eens 
tomers for you. First is the unique air circula- or burn out for 20 years 
tion. Counter-Flo heats floors first—by draw- after ineteRation. The Reet 
. ate ° exchanger is electrically 
ing cool air in at the top, warm air out at the welded, porcelain easiiieled 
bottom, thus creating near-perfect room tem- inside and outside, and 
perature from top to bottom due to superior pressure tested to insure 


‘* ‘ > against leakage. 
air-circulation. . 





L. P. Dealerships Open 


‘The Selechan times I ~ & With Suburban you get: (1) superior design and 
gives you this superior air- ee looks, (2) exclusive Counter-Flo comfort, (3) 20- 
circulation with a perma- year guaranteed combustion chamber, (4) a com- 
nently sealed fan motor 4 plete line of gravity or forced-air wall heaters— 
sagas Fag ne pegpatas available in single or dual wall models, from 18,000 
yn ak ge top, “a é to 50,000 BTU, also gas fired full-automatic floor 
heated air down and out at i furnaces at the right price, (5) free displays and 
the bottom. The motor t - merchandising aids. Get the full story from your 
never needs oil or attention. i j ’ Suburban distributor today. 








Samuel Stamping & Enameling Co. 


Ditceshiitis Cienicbals tte Dept. BPN — Chattanooga, Tennessee 


trols are properly wired —_ Yes, | would like more facts on Suburban wall 
and aligned at the factory r ~ heaters and floor furnaces. At no obligation: 
to insure maximum effi- 
ciency. No separate con- 
trols packages to lose or be- 
come separated. Makes 
heater installation a quick, Name 
easy operation. 


(— Please send representative 
(] Please send literature 


PONS Bi 2 
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And your room tempera- 


ture stays at the desired rd ® 
level — automatically with i : } 
the Minneapolis Honeywell 


Wall Thermostat. Keeps o 2S SS See ae ee ee 
room comfortable yet never eo Built-Ins 
overheats, assuring big fuel 


savings. Wall Heaters « Floor Furnaces * Ranges 
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9 ok eo 9d 
PROVIDED ON 
INTERNAL PRIMARY 
SHUT-OFF 
VALVES 





VALVE 
CANNOT 
DISCHARGE 
TO AN OPEN 
LINE 


Series C166 


with integral strainer 


Write today for complete information about this outstanding new development. 
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Series C166 installation 
in a 3” tank coupling. 


High Capacity Liquid Discharge and Filling Valve 
for ASME Bulk Truck or Storage Tanks 


For the first time in the LP-Gas industry, a com- 
pletely internal primary shutoff valve and excess 
flow check valve for use in withdrawing liquid 
or filling ASME containers—truck, semi-trailer or 
bulk storage tanks. The only part of this valve 
outside the container is the outlet connection. 
Even if an accident should shear the outlet con- 
nection, a gas-tight scal is maintained, or if at 
time of accident the valve is open, the main valve 


H PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT’S CONTROLLED BY... 





ae re 


will automatically close, preventing discharge of 
gas. Main valve opens only when pressure on the 
outlet side of the valve approximates the pressure 
on the inlet side. The hazards of opening a valve 
to an open line are eliminated. Because the shut- 
off mechanism is completely enclosed, accumula- 
tion of sludge or silt in the operating portion of 


the valve is prevented. 


HER: 





FISHER GOVERNOR COMPANY Marshalitown, lowa SINCE 
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ARE YOU IN THIS AREA? 


If you are in the area shown on the map, or product, faster delivery, experienced engineer- 
on the fringe, you, too, may take advantage of ing service and a complete advertising and 
Sinclair’s Truflame LP-Gas program designed merchandising plan. You can grow faster by 
to make more profits for LP-Gas marketers. being a Sinclair TRUFLAME LP-Gas dis- 

tributor and using the complete TRUFLAME 
Sinclair’s expanding program includes more program. Write or call for information today. 


<n) Slnclor 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM GAS SALES DEPARTMENT 


SINCLAIR OIL BUILDING « PHONE LU 4-0411 ¢ TULSA 2, OKLAHOMA 


Wisconsin-lllinois NORTHEAST SALES OFFICE + REgent 7-3332 » HARRISBURG, PA. 
Sales Office 


CLearbrook 9-0290 
Arlington Heights, Ill. 


LP-GAS 
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information Desk 


Rules and regulations for cylinders and 

















Formula for calculating 


gas flow through orifices 
Washington 


Recently we had an occasion to 
drill a blank orifice requiring 100,- 
000 Btu input on straight propane. 


We happened to notice the fol- 
lowing and would appreciate any 
information on why the great dif- 
ference. 


Drill Size Btu’s 
Handbook BUTANE- 
PROPANE Gases 
Practical Guide to LP 
Gas Utilization 
Anderson & Forrester 
(drill mfg’s) 
Another orifice chart 
(source unknown) 


100,600 
100,900 
98 , 650 


99,150 
a. D. A. 


The basic formula for calculating the 
flow of gas through an orifice to a burner is: 


h 
Q=KA y= 
8 
Where 


Q = Cubic feet of gas flowing per hour 
through the orifice. 

K = A constant which includes the 
orifice discharge coefficient with 
other constants pertaining to the 
units employed. 

= Area of the orifice in square 
inches. 

= The gas pressure in inches of 
water. 

s = The specific gravity of the gas 
referred to. 


air = 1. 


The factor K for the more common 
types of orifices having an angle of 
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an orifice. 
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approach of 12 deg. to 60 deg. is 
about 1330, or a little more in the 
larger orifices (No. 40 and larger). 
The coefficient of discharge varies 
with the size of the orifice, the design 
of the orifice and other items affect- 
ing the flow. 

The quantities of flow agree be- 
tween the Handbook and the Practi- 
cal Guide. I find that these quanti- 
ties are close to the values in tables 
in the American Gas Association 
handbook “Gaseous Fuels” as well as 
other tables which I have. 

I do not know why the values in 
the last two tables you mention are 
so far from those in the handbooks. 
They may include conditions of de- 
sign, specific gravity and other fac- 
tors that differ from those used in 
the basic formula.—Ed. 


Pamphlet 58 always needed 
Ohio 
One of our overseas customers 
has asked us to locate an instruc- 
tion book covering the operation 
and maintenance of twin-barrel de- 
livery trucks. He is also looking 
for some publication relating to 
the proper filling procedure of do- 
mestic systems and cylinders. 


C. K. 


There is no publication as such 
which we know about containing in- 
structions for the operation and 
maintenance of twin-barrel delivery 
trucks. 


Our suggestion is to obtain oper- 
ating and maintenance instructions 
from the manufacturers of the vari- 
ous components on the vehicle such 
as the pump, meter, special valves, 
etc. 


The National Fire Protection As- 


systems covered in Pamphlet 58 . . . The 
amount of heat needed to melt nickel .. . 
How fo calculate the flow of gas through 


sociation Pamphlet 58 has rules and 
regulations which cover the proper 
filling of cylinders and domestic sys- 
tems. The NFPA address is 60 Bat- 
terymarch St., Boston.—Ed. 


Furnace temperatures for 
melting, pouring nickel 
New Jersey 


Can you give us the gallons of 
propane needed to melt 500 Ib of 
nickel in a melting pot at 3000 
deg. F.? 

A. W. E. 


It does not require much heat to 
melt the nickel. More heat is re- 
quired to heat the metal to the melt- 
ing point and from the melting point 
to the pouring or processing temper- 
ature at about 2850 deg. F. 

The latent heat of fusion for nickel 
is 130 Btu per lb. Therefore, it re- 
quires only 65,000 Btu to melt the 
metal after it has been heated to its 
melting point at approximately 2650 
deg. F. It requires about 376 Btu per 
lb to raise the temperature of the 
metal from 60 deg. F. to the melting 
point and then raise the temperature 
of the liquid to 2850 deg. F. It then 
requires 65,000 Btu plus 188,000 Btu 
or 253,000 Btu to melt and heat the 
500 Ib of nickel to the pouring tem- 
perature. This in itself does not re- 
quire much heat—a little under three 
gal. of propane. 

The problem is in the high temper- 
ature that is needed to melt the metal 
and raise it to the proper tempera- 
ture for pouring. The products of 
combustion formed from the combus- 
tion of gas and cold air will carry 
approximately 77 per cent of the heat 
released by the fuel from the fur- 
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“Frequent check-ups on bulk 
plant operations pay off in 


reduced operating costs...” 


a 


says Bob Murphy 
Tri-State Propane Gas Company 
South Sioux City, Nebraska 


“! have found that it pays to take a close look, periodically, at 
my bulk plant operation, and this is when | really appreciate 
Union Texas Natural’s engineering department. These specialists 
spend 100% of their time on LP-gas engineering and I’ve found 
that they have a ready answer to even the most difficult technical 


problems.” 


ENGINEERING at Union Texas Natural means 


@ the personal attention of industry specialists in solving the 
problems of bulk storage 


the streamlining of your transportation facilities for maximum 
efficiency 


the control and elimination of safety hazards from your overall 
operation 


the complete service required to work out the design and install- 
ation of new equipment . . . or to remodel existing facilities 


Call Union Texas Natural for expert advice and assistance in making 
the changes in operations that will mean more profits to you. Our 


engineering specialists will be glad to visit you at your convenience. 


UIN aa 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 
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nace. This leaves only 23 per cent of 
the available heat in the furnace. The 
above figures are based on a _ theo- 
retically correct mixture of gas and 
cold air. Generally, the maximum 
flame temperature is attained when 
the fuel is burned with a slight de- 
ficiency of air. Although this may 
not release all the energy in the fuel, 
the high temperature of the flame is 
desirable to transfer heat to the 
charge. 

There are other items which divert 
heat from where it is desired to go. 
The furnace walls absorb the heat; 
some is lost through the walls, some 
by direct radiation through cracks 
and openings, and some by convec- 
tion. 

The above rather lengthy discus- 
sion of heat loss is included to give 
some idea as to why it is difficult, if 
not impossible, to reach certain high 
temperatures in commercial furnaces 
when literature indicates that theo- 
retical flame temperature for certain 
fuels is around 3400 deg. F. or 3500 
deg. F. The American Gas Associa- 
tion handbook, “Gaseous Fuels,” lists 
maximum flame temperatures for 
propane and butane as follows: 


Observed Calculatep 
deg. F. 


Propane 3573 
N. butane k 3583 
Tso-butane 3452 3583 


Note the considerable difference 
between observed and calculated tem- 
peratures under ideal conditions of 
laboratory testing. 

High temperatures, in the order of 
3000 deg. F., are best obtained by 
preheating the air for combustion. In 
large furnaces, this is done by trans- 
ferring heat from the hot waste 
gases to the incoming combustion air 
through regenerators, recuperators, 
economizers, etc. In small high-tem- 
perature furnaces, the air may be 
preheated directly by a gas-fired air 
heater. The preheated air raises the 
flame temperature and thereby in- 
creases the furnace temperature. The 
high furnace temperature is needed 
during the melting and super heating 
period to provide sufficient tempera- 
ture differential to transfer heat to 
the charge. Insufficient furnace tem- 
perature will delay the melting and 
final heating rate and thereby in- 
crease the fuel consumption. The 
efficiency drops off rapidly with in- 
adequate furnace temperature. A 
combination of adequate heat input, 
and furnace temperature to produce 
rapid heat transfer and heating of 
the charge is essential for efficient 
melting.—Ed. 
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WHERE 
PROFIT DEPENDS 
ON ees 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME L. P. GAS DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 

thousands of trucks across the country. That’s because 425,000,000 tire miles 

a year in Firestone’s own tire testing program prove Firestone truck tires 

are your best buy! This vast tire testing program resulted in Firestone 

Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 

It also resulted in Firestone Shock-Fortified cord which means extra miles 

of service out of every tire. Get performance proved Firestone truck tires, rf 
on pte terms if you wish, at your nearby Firestone Dealer or Store. ug 


Firestone * ie ‘a 


BETTER RUBBER FROM START TO FINISH | 4 ee 


Copyright 1960, The Firestone Tire & Rubber Company 


oy 
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Performance makes the world of difference 


Come to POWELL for LPG Valves—valves to safely handle 
butane, propane and other hydrocarbons! 


They are listed by Underwriters’ Laboratories, Inc. and 
have these important advantages: The special composition 
disc resists the action of hydrocarbon fluids; trim and 
internal working parts are quickly and easily renewable; 


| 
| 


VVVVV 


and they can be repacked under pressure when wide open. 


Powell LPG valves are available in bronze globes, angles, 
gates, checks . . . and in steel globes, angles, checks—al! 
for 400 pounds W.O.G. Call your nearest Powell Valve 
distributor (there’s one in every city). Or contact the Wm. 
Powell Company direct. 


Powell... world’s largest family of valves 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 
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Flame Cultivation Progress--Flame cultivation pioneer J. W. Gotcher reports: 
"Extremely bad weather and a great deal of plant disease (caused by too much 
rain) upset many of our plans for this year. We had to change our approach 
considerably, but the outcome has been much better than many thought pos- 
Sible. This resulted in three major accomplishments: 


"First, quite a number of farmers will incorporate flame cultivation 
in the coming year and 1962 will be the year when it will take off in 
a big way. 

"Second,for the first time, research on the experiment station level 
is being done. Some published work on flame weeding now contradicts 
other information that appears equally reliable. Soon, we will release 
information that will justify flame weeding of onions and Irish pota- 
toes on a wide scale. Further research--a year's work--will prove 
results on other crops--such as sugar beets and carrots. 

"Third, wide interest has been created among major producers and 
distributors of LPG. A number are asking for help to set up programs 
to interest dealers and farmers. Many inquiries come from larger bulk 
plant operators in every section of the nation. The Texas Butane 
Dealers Assn. is making flame cultivation their major project for the 


coming year and the LP-Gas Council is going to promote it on a na- 
tional scale." 





California Pioneers--The pioneering spirit is not dead in Fresno, Calif., 
where local dealers have succeeded in opening the town to LPG after ten 
years of trying. Much credit must go to dealer Henry Haar, who three years 
ago succeeded in placing an LPG-dispensing unit on municipal property and 
converting four city trucks. After two years of trouble free service, the 
city fire marshal asked for a model ordinance. It was unanimously passed 
last June, making it legal to sell, transfer, and store LPG in Fresno. 





Chicago's Propane Buses--In June, Highlights discounted rumors that propane 
buses were on their way out of Chicago. The just-published Chicago Transit 
Authority annual report presents the true status of the propane bus in 
Chicago: last year, propane buses traveled 53.9 million miles, nearly 2% 
times farther than the nearest competitor, diesel buses; propane buses were 
the only new surface equipment acquired in 1959; at year's end, CTA had 
1448 propane buses (out of 3274 pieces of surface equipment) or more than 
any two of its three competitors (gas,diesel, electricity). 


GAMA's General Business Outlook--Reflecting the disappointing showing of 
the nation's economy, gas appliance and equipment sales during '60's first 
six months were 8.7 per cent below '59 figures. Happily opposing the trend 
with increases were: built-in ranges, boilers, conversion burners, in- 
cinerators, unit heaters, and duct furnaces. Sales for the second half are 
expected to be “Somewhat greater," but not enough to bring ‘60 sales to '59 
levels. Sales in ‘61 should increase 5.1 per cent over 1960. Substantial 
increases are looked for in all appliances except free-standing ranges, 
floor furnaces and unit heaters. 








Manufacturers’ Sales Reports--Caloric Appliance Corp. says sales for the 

fiscal year ending June 30 were the highest in history and July sales were 
up 10 per cent over last year...Maytag Co. says first-half sales declined 
six per cent from last year's record highs but--at $59 million--are still 





Continued on next page 
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the second highest in history....Geo. D. Roper Corp. says net sales for the 
year through July 16 were down from $16.3 million to $13.9 million.... 
Union Tank Car Co. says first-half sales rose from $48.2 million to $55.1 
million. 


Manufacturing Changes--Bastian-Morley Co. has stopped making water heaters 
under the "Crane" brand name, will now market them exclusively under its 
"Basmor" label....Linde Co. on Oct. 1 will cease cylinder production and 
will sell its cylinder-making equipment to Newark Steel Drum Co., Inc. 
which has formed Cylinders, Inc. in Linden, N. J. 





Manufacturers’ Expansions--Cleaver Brooks Co. is expanding its packaged 
boiler production facilities in Stratford, Ont., 25 per cent....Dearborn 
Stove Co. on Jan. 1 will break ground for a $1.5-million, 225,000-sq.-ft. 
manufacturing, warehousing, and office facility in Dallas....White-Rodgers 
Co. has bought the Burner Division of Configured Tube Products Co. 


Marketer Mentions--Propane Industrial Service Inc., Willoughby, 0., has 
purchased Fuelgas Co., Hudson, 0....Suburban Propane Gas Corp., Whippany, 
N. J., reports first-half earnings were up 14 per cent to a record $1.2 
million....Southeastern Public Service Co., New York-based firm whose 


subsidiary is Florida's largest LPG marketer, went on the New York Stock 
Exchange in late July. 





Association News--Northeast LPGA will hold its annual convention in conjunc- 
tion with the AGA convention in Atlantic City, Oct. 10-12; has--after 
considerable study--moved its 1961 convention and exhibit date up to Feb. 
6-8 (in Washington) to present first-of-the-year developments while they are 
new....Dakota LPGA district has--with the aid of a good safety record-- 
succeeded in reducing dealer liability insurance rates 50 per cent.... 
Oklahoma LPGA's ruling against wire braid hose (August Highlights) covers 
only in-plant use....Texas Butane Dealers Assn. reports $348,000 of equip- 
ment sold during its recent convention. 





CURRENT L. P. GAS & L. R. GAS PRODUCTION & INVENTORIES 
(A. P. I. figures -— in thousands of gallons) 


Other Total 








Bu—Pro Iso- Total 


Propane 


Butane 


Mix 


Butane 


Mixes 


LPG 


LRG 





Production (U. S.) 


‘60 to date.... 


291,679 
279 , 862 


2,444,276 


‘59 same period 2,130,187 


158, 330 
163,178 


1,267,029 
1,195,718 


57,2351 
62,840 
376,182 
424,309 


51,3599 
54,774 
401,733 
361,089 


67,624 
65 , 256 
ATT , 647 
409, 875 


626 , 263 
625,910 


4,966 , 867 
4,521,088 


277 , 553 
240,989 


1,866, 236 
1,604,313 





Inventories (7-31-60) 





Zone A 


zone 
Zone 
Zone 
zone 
zone 
Zone 
Zone 


12,264 
60,771 
69,414 
98,058 
123,368 
244,061 
5,929 
944 
614,809 
649,818 


2,458 
3,393 
38,199 
10,875 
204,333 
102,686 
836 
334 
363,114 
233 , 986 


15 

284 
473 
12,972 
989 
902 
8,915 
165 
24,715 
30 , 738 


10 

963 
30 

174 
2,500 
55 

46 

17 
3,795 
15,351 


14,747 
66,3554 
113,329 
123,123 
357 , 078 
357,011 
15,726 
1,681 


1,049,049 


983 ,'705 


16,859 
15,119 
13,765 

704 
54,120 





honored name in gas 
area heating 


happily 
presents 


Its Dearborn has something . . . something 
you will like. 


{| rst A horizontal furnace should be compact for 
ease of installation . . . it should be efficient 

and quiet for customer satisfaction. Dear- 

born’s new horizontal is! ar 





A vertical furnace should be quiet, efficient 
and highly flexible in application. Dearborn’s 
new vertical is! 

Dearborn has these for you now with more 


ae to come soon. 
C F N | R A | ; Your Dearborn representative will cali on 
you soon. Take just a few minutes for a more 
detailed presentation of a product line and a 


selling program which has you and your 
: profit-picture in mind. 
UJ N | TS Dearborn Vertical 
ne BTU input 35,000 and 50,000 


in two models for 1960. Ideal 
for apartments, small homes 
and multiple unit installa- 
tions ...as well as zone 
heating in larger homes. 


Dearborn 
Horizontal four models 


available in 1960, with BTU 
ratings of 80,000, 100,000, 
120,000 and 150,000. All fit 
and heat efficiently on attic 
platform or in crawl space 
under the floor. 


DEARBORN STOVE GO. Dali ; pestis OP 
Regional Sales Offices: — _ 
ATLANTA, CHICAGO, DALLAS, LOS ANGELES, SAN FRANCISCO 
Member: 
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ACE T-1 
BONUS BLIMP 


LP GAS ANHYDROUS 
AMMONIA TRANSPORT 


MORE CAPACITY 
PER POUND PLUS 
BONUS FEATURES 
AT NO EXTRA 
COST! 


1. One-piece flued manway with hinged cover makes access eas- 
ier, makes cleaning, maintenance and inspection more economical. 

2. Tank calibration assures accurate capacity. Tanks are water- 
gauged and certified to within three pints, using methods estab- 
lished by U. S. Bureau of Standards and approved by ICC and AAR. 

3. Recessed gauges and valves assure safety...can’t be broken 
off in any accident or mishap. 

4, Lightweight “Sigma” baffles are scientifically designed to pre- 
vent surging, give easy access to interior, do not add excessive 
weight, are easily removable. 

5. One-third less welding in three-piece sectional heads mini- 
mizes areas of stress cancentration. 

G, Engineered to prevent obsolescence: four-inch flanged liquid 
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outlet connection is designed to permit unloading at rates in 


excess of 250 gallons per minute. 

7. Other features include spray filling ...steel-grit-blasted sur- 
faces internally as well as externally... complete fabrication and 
stress relieving facilities in one plant, under one roof. 


OTHER ACF TRANSPORTS AND DEMOUNTABLE CONTAINERS CUT COSTS 
OF SHIPPING AND HANDLING “PROBLEM PRODUCTS”. ASK ABOUT THEM. 


Get full information from your American Car and Foundry sales 
office or Dept. G-9, American Car and Foundry Divisionof ACf 
Industries, Incorporated, 750 Third Ave.,N. Y.17,N. Y. Sales Offices: 
New York—Chicago—Cleveland—Washington, D. C.—Philadelphia 
—San Francisco—St. Louis—Berwick, Pa.—Huntington, W. Va. 
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* New administration means a new America 


A new America will emerge next January. A new administration with new policies and new 
attitudes will have a deep impact on all business. Changes will be sharper if Kennedy and the 
Democrats take over the White House as well as the Congress. But, Nixon and a new GOP ad- 
ministration will also depart from courses charted by President Eisenhower. One result of the 
bitter election battle may be increases in government spending and taxes—to fulfill campaign 
promises. 


* Tax reform will come 


Tax reform in the next year or two is a sure thing. But higher overall taxes are more likely 
than tax cuts. The outlook for changes in the cooperatives’ tax loophole is good. (Details page 
88.) 


* Depreciation survey to help 


Businessmen will have a chance to speak out on what changes are needed in tax depreciation 
laws. The Treasury Department is sending questionnaires to almost 10,000 companies asking 
about present policies of depreciating equipment and facilities and what changes are needed. 
Results of the survey will shape the government’s recommendation to Congress during tax 
overhaul studies next year. 


* Government could control LPG shipments 


A measure clamping tight federal controls over private shipments of “dangerous” articles (in- 
cluding L.P. gas) was in a nip-and-tuck battle as Congress wound up its pre-convention session. 
It had passed the Senate and was awaiting House action. (Details page 88.) 


* Help coming for dislocated businesses 


Small firms dislocated by the new federal-state highway building program or by urban renewal 
programs will get special help from the Small Business Administration. SBA will give “imme- 
diate priority” to loan applications from such firms. The agency will also consider a one-year 
grace period during which no payments would have to be made on the principal. A staggered 
repayment plan would allow smaller payments to be made in the early years. These firms will 
still have to meet normal requirements for SBA loans or SBA bank participation loans. 


* U.S. Consumer Department not dead 


Efforts to create a U. S. Department of Consumers didn’t win much support in Congress this 
year, but the issue is by no means dead. Proposals will be renewed next year. Brief hearings 
were held on the eve of the Senate’s convention recess on a bill introduced by Senator Estes 
Kefauver (D.), Tenn. It calls for a full department with power to review and investigate price 
changes by manufacturers, wholesalers and retailers and the power to evaluate product suit- 
ability and quality. 


* Construction coming up 


Conservative government forecasters are finally agreeing that a fall spurt in home building is 
likely. They also are predicting that total construction outlays of all kinds this year will match 
last year’s strong showing. 





CUTS YOUR: 








Let’s face it— There are many time-consuming, profit-robbing 
extras in an LP-Gas operation —— RED TAPE! 

Tuloma is eliminating these headaches with it’s first-of-it’s- 
kind automatic billing. 


This unique business machine, designed especially for the 
LP-Gas industry, types automatically, makes complicated cal- 
culations, and records all accounting data on IBM punch cards 
... handling an entire billing operation at 100 words per minute. 
As a result, you get only the invoice information you need, 
quickly, efficiently. 

Cut your red tape . . . contact your Tuloma representative today! 





DISTRICT OFFICES: Williamsburg, Virginia; Casper, Wyoming; Salt Lake 

City, Utah; St. Paul, Minnesota; Des Moines, lowa; Ulysses, Kansas; Hous- 

ton, Texas; Midland, Texas; Ei Dorado, Arkansas; Montgomery, Alabama. 
TULOMA GAS PRODUCTS COMPANY 

PAN AMERICAN BUILDING / PHONE LUther 2-3261 / TULSA, OKLAHOMA 
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By WILLIAM W. CLARK ° Editor 


Tax equality—or “punitive taxation''? 


WASHINGTON OBSERVERS are pretty well agreed 
that with a new administration, whoever it is, 
we are in for some tax “reform.” Our Washing- 
ton editor shares that view (see page 21). He 
also thinks the chances of REA co-ops being a 
target in this reform are good. 

We wish we could be as optimistic. The Demo- 
crats, in the platform adopted at Los Angeles, 
were very specific in stating their intentions of 
maintaining the tax-free status of the co-ops. 
The plank reads, “We will protect co-operatives 
from punitive taxation.” 

Now what is one man’s idea of “punitive taxa- 
tion” is another man’s idea of “closing a loop- 
hole” in our tax laws. The Democrats do pro- 
pose to “close the loopholes . . . by which certain 
privileged groups legally escape their fair share 
of taxation.” Who are these “privileged groups’’? 
The platform answers that question this way: 
“Among the more conspicuous loopholes are de- 
pletion allowances which are inequitable, special 
considerations for recipients of dividend income, 
and deductions for extravagant ‘business ex- 
penses’ which have reached scandalous propor- 
tions.” 

Now those “recipients of dividend income” 
might be REA co-op members, in the eyes of the 
platform writers, but on the basis of their past 
statements on the floor of Congress, we seriously 
doubt it. Somehow such a view doesn’t square 
with the platform’s general attitude toward the 
REAs. For example, “We will maintain interest 
rates for REA co-ops and public power districts 
at the levels provided in present law.” “The 
Democratic Congress has successfully fought the 
efforts of the Republican Administration to cut 
off REA loans and force its high interest rates 
on this great rural enterprise.” “We will encour- 
age agricultural cooperatives by expanding and 
liberalizing existing credit facilities if necessary 
to assist them in extending their marketing and 
purchasing activities.” 
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Does that sound as if a Democratic Adminis- 
tration would make any serious moves to tax 
the profits of these “non-profit” concerns? That 
would hardly be in keeping with the “encourage- 
ment” the Party is promising them. 

No, it looks as if your subsidized competition 
will continue to escape taxation. It will also grow 
bigger (“The Democratic Administration will 
. . . foster the development of efficient regional 
giant power systems ...”). 

Obviously, all this comes about because the 
REAs have a “voice” in government. Incidental- 
ly, coal too has a voice. “We support the estab- 
lishment of a national fuels policy,” reads the 
platform. If coal can’t survive as an equal com- 
petitor, the government proposes to step in and 
force its usage in certain markets. 

But you have been overlooked. If you got any 
tax breaks, you would probably be viewed as a 
member of a “privileged group.” 

Such are the inequities of politics. Your voice, 
multiplied by only a few thousand, is drowned 
out in the din of the voices of the numerically 
superior groups—including the REAs. 

Well, if you’re a Democrat (as most people 
are today), it’s your Party. You deserve to be 
heard. And you can be heard. Earlier this year, 
the “proprietary” segment of your national as- 
sociation made a plea for tax equality. This was 
helpful. But as Washington editor Neil Regeim- 
bal pointed out in his article last January (“Get 
Active in Politics!”’), “an association can’t do 
much more than try to offset other opposing asso- 
ciations unless the politicians know there are 
workers in the precincts and wards back home 
who are thinking the same way.” 

If your voice in the local precinct proved per- 
suasive, it might be multiplied many times by 
your precinct co-workers. Then it would be fur- 
ther multiplied in every precinct throughout the 
land, swelling into a chorus that might, someday, 
impress a Congress that at the moment couldn’t 
seem to care less. a 
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Successful 





THE NEW PHILGAS SYMBOL on the door represents 
the bright future ahead for Philgas branded dis- 
tributors. Come in and get acquainted. 

As with any other brand, it’s what is back of the 
symbol that counts. You, as a Philgas distributor, 
will be backed by the industry’s most successful 
program for getting and keeping business. 

As a Philgas branded distributor, you can be 
identified with the largest selling national brand, and 
can reap the harvest of expertly planned national 






































campaigns and Philgas cooperative advertising 
promotions. 

A 32-year reputation for quality and depend- 
ability assures consumer confidence. The country’s 
best LP-Gas transportation system provides on- 
time deliveries. Forward-looking research and de- 
velopment programs maintain Philgas leadership in 
the LP-Gas field. 

Write, wire or phone. We’ll be glad to talk things 
over with you—at your convenience. 


*Philgas is the Phillips Petroleum Company trademark for its high quality LP-Gas. 


PHILLIPS PETROLEUM COMPANY, Bartlesville, Oklahoma 


SALT LAKE CITY, UTAH—68 South Main 
ST. LOUIS, MO.—425] Lindell Bivd. 
TAMPA, FLA.—3737 Neptune St. 
TULSA, OKLA.—1708 Utica Squore 
WICHITA, KAN.—501 KFH Building 


COLUMBUS, OHIO—395 E. Broad St. 
DENVER, COLO.—1375 Kearney St. 

DES MOINES, |OWA—6th Floor, Hubbell Bidg. 
HOUSTON, TEX.—6910 Fannin Street 
INDIANAPOLIS, IND.—3839 Meadows Drive 


KANSAS CITY, MO.—201 E. Armour Blvd. 
MAPLEWOOD, N. J.—2075 Millburn Ave. 
MINNEAPOUS, MINN.—215 South IIth St. 
OMAHA, NEB.—3212 Dodge St. 
RALEIGH, N. C.—40] Oberlin Road 


SALES OFFICES: 

AMARILLO, TEX.—First Nat'l Bank Bidg. 
ATLANTA, GA.—1428 West Peachtree Street 
CHICAGO, ILL.—7 South Dearborn St. 
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Ed Throndson, chairman, di- 
rects the Board of Directors 
meetings, as pictured here. 
From left to right are Al An- 
ton, Jack Douglas, John Ag- 
bashian, Ross May, Ed Thrond- 
son, and Jim Fosmire. Mem- 
bers not present are Charles 
Cavanaugh, Mrs. Gussie 
Spears, and Maris Ward. 





Group strength plus dealer independence —that's 





The story of Pacific Delta 


In an era when company 
after company has found it 
advantageous to consolidate 
with its fellow dealers into 
giant LPG combines, one 
steadily expanding group of 
dealers has proved it can 
compete —under a group 
arrangement — without any 
loss of dealer individuality 
or independence. 

The group is a tightly knit 
organization of some 38 
dealers, who call themselves 
—collectively—Pacific Delta 
Distributors. 


A BPN Exclusive 


THE MAIN PROBLEM a small com- 
pany must face in competing with a 
big one is simply this: How can I 
buy cheaply enough to be competi- 
tive? Cooperative buying is one an- 
swer. It was this answer that was 
the keystone in the original Pacific 
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Delta structure. While today the 
headquarters staff performs many 
other functions for the members, 
group buying power is still the cen- 
tral feature of PD’s functions. 
Today, PD serves member com- 
panies in California, Nevada, Ore- 
gon, and Utah. It has come a long 
way, in just 13 years, from its birth 
as a dream in the mind of the late 
Bill May of Maco, in Lodi, Cal. 
May had seen the workings of a 
growers’ buying organization in his 


Ralph Weaver is president and 
manager of the Pacific Delta group. 


own market area; he felt that the 
same purchasing concept could be 
applied to the L.P. gas business. It 
had never been tried before, to his 
knowledge; nor, to our knowledge, 
has it been duplicated elsewhere. 
But it could well serve as a model 
for other dealers in other areas 
throughout the nation. 

It was not easy to get Pacific 
Delta off the ground. May and 
other founders had to work hard to 
get potential members to accept the 
idea of joint action. LPG men are 
individualists, and are suspicious of 
group activities. 

The group started small, as a re- 
sult. Originally it included dealers 
from only northern and central Cal- 
ifornia. Its rate of growth was 
small, too, but in recent years it 
has been accelerating. Today, it has 
members in four states. 

For a time, ownership was closely 
restricted, and a number of dealers 
who bought from PD were not 
shareholders. A year ago, through 
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Pacific Delta Distributors 





Tireless committee work has been one of the keys to the success of Pacific Delta Distributors. 
Pictured in a “bull session" following a two-day meeting in Sacramento, PD members from 
left to right are: John L. O'Brien, Lassen Gas Co., Redding; George Myers, Lovelock (Nev.) 
Gas Co.; Al Kamps, Kamps Gas Service, Ripon, Cal.; Bert Pressley, Rotary Sierra Co., Sac- 
ramento; Ross May; Frank Platts, San Luis Butane Service, Atascadero, Cal.; and Keith 
Horning, Nevada Gas Service, Winnemucca, Nev. 


a reorganization, these companies 
were permitted to join through 
stock purchases. 

Pacific Delta has no heavy oper- 
ating assets—no stores, no plants. 
It has a modern office building and 
warehouse in San Jose, Cal., to 
house the staff and merchandise. 

The principal function, group 
purchasing, is carried on by the 
staff under the direction of the 
board of directors and the appro- 
priate committees. Fuel purchases 
are negotiated with the suppliers, 
an arrangement which gives the 
members a distinct price advantage. 

Each member company does its 
own hauling, with its own trans- 
ports—if it owns any. It also takes 
delivery direct, from a conveniently 
located refinery or natural gas 
plant. However, all billing under 
the fuel contracts is done by Pa- 
cific Delta Distributors. Stringent 
credit rules are enforced; members’ 
accounts are on a 30-day (cash) 
basis. 

Aside from the billing, then, 
product movement is handled indi- 
vidually. But when necessary, mem- 
bers can, and do, help each other to 
even out supply and demand. If one 
member has an oversupply of prod- 
uct, his purchases can be diverted 
to another dealer who is faced with 
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a shortage. Thus all dealers’ fuel 
rations are improved. In the winter 
this flexibility is particularly im- 
portant. All told, members own 
among them 21 transports; in criti- 
cal cold weather periods, this fleet 
can be juggled to serve the entire 
organization. 

Pacific Delta members also buy 
appliances and equipment through 
the central organization. Deliveries 
are generally made direct, with 
some warehousing. Buying pref- 
erences are respected, but, obvi- 
ously, it is to the dealer’s advan- 
tage to participate in carload lot 
buying whenever possible. 

It’s interesting to note that PD 
does not bypass equipment and ap- 
pliance distributors. Instead, the 
organization buys from them, just 
as any individual retailer would do; 
the only advantage offered the 
member, then, is the quantity dis- 
count. 

Central buying offers some bene- 
fits to suppliers, according to the 
Pacific Delta staff. Their salesmen 
can reach 38 dealers, with 48 plants, 
by contacting a single location. 
This also saves the members time 
that would have been taken up with 
salesmen’s calls. (Of course, there 
is nothing to prevent a manufac- 
turer’s representative from practic- 


ing salesmanship at the local level, 
too!) 

In this sort of setup, it is impor- 
tant that a central staffer be out in 
the field frequently, instructing in- 
dividual dealers on new appliances 
and new equipment, helping them 
plan their promotions, etc. This is 
done by Jack Logan, assistant sec- 
retary-treasurer, who is also a com- 
bination salesman and public rela- 
tions man. Most of the time he is 
on the road, acting as liaison with 
the dealer members, and soliciting 
new members. 

Under this same contact pro- 
gram, Pacific Delta retained the 
services of an advertising agency 
that already had experience in the 
LPG field. The agency, Robert 
Podesta & Associates, San Jose, 
developed a trade name for the 
product handled by Pacific Delta 
members — “Delta L.P. Gas.” Po- 
desta also created a continuing ad- 
vertising and customer relations 
campaign that puts to work the 
best suited tools of the advertising 
profession. 

Monthly merchandising bulletins 
are sent to the membership to keep 
them informed on new develop- 
ments that might fit into their mer- 
chandising activities. A coopera- 
tive arrangement has been worked 
out with other members of the gas 
industry to share promotional ideas 
and short cuts in the production of 
advertising materials. 

Members may use Podesta’s ser- 
vices or not as they like. They may 
develop their own individual pro- 
grams. What they do to sell, adver- 
tise, and promote locally is their 
own business. But there is a defi- 
nite saving in using materials de- 
veloped cooperatively, and the im- 
pact of the messages is enhanced by 
repetition throughout the group’s 
combined territories. 

Parenthetically, since its begin- 
nings as an organization, Pacific 
Delta Distributors has participated 
in the L.P. gas industry’s promo- 
tion efforts. Members continue to 
serve as officers and on the commit- 
tee of the Western L.P. Gas Asso- 
ciation and the National LP-Gas 
Council. As a result of staff work, 
bringing about a closer working 
unity between the L.P. gas dealers 
and the manufacturers of gas ap- 
pliances, Pacific Delta Distributors 
has been successful in conducting 
advertising and merchandising to 
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Left are: Art Schilder, secretary-treasurer of Pacific Delta and Jack 
Logan, assistant secretary-treasurer. Schilder's principal concern 
is credit and finance, while Logan serves as a liaison between 
Pacific Delta headquarters and its members dealers. Logan keeps 


promote the L.P. gas industry. 

Decision - making on fuel con- 
tracts and on advertising programs 
is done by committees, working un- 
der the supervision of the board of 
directors and the executive commit- 
tee. There is a Fuel Committee, 
whose present membership includes 
Jack Douglas, Douglas Gas Service, 
Woodland; Jerry Wheeler, Maco 
Gas Co., Lodi; Bill Moore, Placer 
Gas Service, Auburn; John Agba- 
shian, Valley Butane Inc., Fresno; 
and Ralph Weaver, Weaver Gas 
Service, San Jose (all are Califor- 
nia companies). 

The Equipment and Products De- 
velopment Committee consists of 
Ross May, Maco Gas Co.; Bob 
Blair, Blair’s, Dinuba, Cal.; Bob 
Morter, Mor-Gas, Ventura, Cal.; 
and Jack Logan, the staffer. 

Pacific Delta’s services to mem- 
bers do not end with fuel and 
equipment purchasing and mer- 
chandising. There’s also an insur- 
ance service, which gives the mem- 
bers the benefits of expert atten- 
tion to their insurance needs. Wil- 
liam Hulse is insurance manager 
for PD. He is neither agent nor 
broker, but is an expert who can 
give members help in their insur- 
ance buying. He also places busi- 
ness for members with brokers. In 
short, his job is to see that the 
members get the best coverage at 
the most favorable rates. 

Insurance buying on favorable 
terms requires a full-scale safety 
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program. Hulse works with the 
dealers, conducting safety inspec- 
tions on a continuous basis, giving 
safety training, and doing accident 
prevention engineering. He makes 
immediate and thorough investiga- 
tions of all LPG accidents. 

This sort of activity has helped 
to give the members a good acci- 
dent frequency record, and hold 
their insurance rates in line. 

As with other staffers, his work 
is supervised by a Safety and In- 
surance Committee, composed of 
Jim Fosmire, Modern Gas Service, 


the membership informed on new products and maintains personal 
communication in organization's dealer-relations program. At right 
is a section of the Pacific Delta office, with Bill Hulse, satety and 
insurance manager of PD, and members of the office staff. 


Chico; Bert Presley, Rotary Sier- 
ra Co., Sacramento; Jerry Wheeler; 
Maris Ward, Ward’s Propane Ser- 
vice, Crescent City; and Hulse him- 
self. 

There are two other committees 
in the PD organization. The Execu- 
tive Committee is headed by Al 
Anton, Anton’s Propane Gas Ser- 
vice, Ukiah. Members include 
Charles Cavanaugh, Cavanaugh 
Brothers Inc., Tonopah, Nev.; 
John Agbashian, Jim Fosmire, Ross 
May, and Ralph Weaver. 

The Credit Committee is made up 


The wives of Pacific Delta Distributors also participate in membership meetings. It is the 
policy of the management to select meeting sites that are both convenient and attractive 
for after-meeting relaxation. When a Western Liquid Gas Association convention takes 
place, the group sets its meeting date to coincide with it. 
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Pacific Delta members are identified by their common trade mark, "Delta Gas,"" shown here 
on the sign displayed by the Placer Gas Co.'s Tahoe Valley branch. This firm serves the 
famous Lake Tahoe resort areas at the juncture of California and Nevada. 


of Gussie Spears, Bakern Liquid 
Gas Co., Bakersfield; Jack Griggs, 
Jr., Jack Griggs Inc., Exeter; Bob 
Kennepohl, Lancaster Gas Co.; and 
Art Schilder. Schilder, an _ ex- 
automobile dealer with a legal 
background and a world of solid 
business experience, is secretary- 
treasurer. 

The committee and staffers work 
under the over-all direction of the 
board of directors. Chairman of 
the board is Ed Throndsen, Empire 
Gas Service, Santa Rosa. President 
and manager—and the top spark 
plug in the organization—is Ralph 
Weaver, Weaver Gas Service, San 
Jose. John Agbashian, recently 
president of the Western Liquid 
Gas Association, is vice president. 
Schilder and Logan of the staff 
round out the panel of officers. 

Other members of the board are 
Anton, Cavanaugh, Douglas, Fos- 
mire, May, Gussie Spears, and 
Ward. 

The board of directors is much 
more than a figurehead group. The 
board holds monthly meetings to 
make policy decisions. The Execu- 
tive Committee also meets fre- 
quently to monitor operating pro- 
cedures. 

Membership meetings are held 
quarterly. These meetings feature 
a program made up of talks and 
demonstrations by some of the 
leading figures in the industry. 
Members also are given up-to-the- 
minute news on appliance develop- 
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ments and staff reports on other 
pertinent matters. 

That, in brief, is the picture of 
Pacific Delta’s functions as an 
organization. But as_ individuals, 
members cooperate in other ways, 
to their mutual advantage. Several 
years ago, for example, one of the 
members died. Other members 
formed a separate corporation to 
buy the deceased’s firm and its 
branches. The heirs were given a 
generous payment for the holdings. 
The firm has already begun to ex- 
pand further, and both the retail 
operation and the bulk trucking 
service have proved profitable. 

Recently, the members started a 
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piped gas service to serve the Cali- 
fornia and Nevada area at Lake 
Tahoe’s south shore. The oppor- 
tunity to share in the ownership 
for the time being has voluntarily 
been restricted to PD members and 
staff personnel. 

The future is bright for the Pa- 
cific Delta group. More and more 
independent LPG dealers are show- 
ing interest in joining with their 
fellow dealers in order to compete 
effectively with the large firms that 
have branches in their areas. 

Present indications are that there 
will be more and more purchases of 
LPG operations, too. The growth of 
PD membership has increased the 
amount of investment capital avail- 
able to make these purchases. 

And small wonder. The members 
have profited from their association 
with Pacific Delta. And in turn 
new properties they buy have a 
world of management vision and 
experience to guide them. Already 
they are showing a handsome re- 
turn. 

That’s the story of Pacific Delta, 
an organization of far-sighted deal- 
ers who found a profitable way to 
work together without losing their 
identity. They have successfully— 
very successfully — shunned two 
popular formulas for growth, the 
merger and the formation of a tax- 
free cooperative. The cooperation 
they practice is done under the ban- 
ner of taxpaying free enterprise. 
They’ve worked out a formula of 
their own, which could well find 
imitators in the industry in the 
years ahead. iss 


The Al Tahoe branch of the South Tahoe Gas Co. is a new company recently purchased 


by several PDD members who formed a separate corporation. At present, ownership is 


restricted to members only. 
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© What's happened since the pipeline came to Florida? 


In September 1959 

as reported in a 

BPN survey (right), 
dealers were concerned 
about the invasion, 
but determined to 
face up to it. 

Now, a year later... 
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DEALER COMMENTS 
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They're prospering side by side 


with natural gas 


A BPN Exclusive 


FIFTEEN MONTHS AGO the sover- 
eign state of Florida was invaded. 
The enemy swept in from the west, 
raced its forces across the north- 
ern panhandle and then ground its 
way down south through the heart 
of the state. The invader was the 
Houston Texas Gas & Oil Corp. and 
its natural gas pipeline. Dire 
things were predicted for the de- 
fenders, among whom were in- 
cluded the independent liquefied 
petroleum gas dealers. Some so- 
called prophets saw them being 
ground under by the natural gas 
“Wehrmacht.”’ Others figured these 
dealers would fold up their tents to 
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slip away in the darkness. 

Instead, they have taken the best 
the enemy had to offer, and have 
come back stronger than ever. The 
L.P. gas dealers of Florida are win- 
ning their battle for survival! 

That is the impression of the 
“Fighting in Florida” gained by 
reading the results of the latest in- 
formal survey conducted’ by 
BUTANE-PROPANE News. BPN’s 
staff made contact with 20 cities 
where the fighting has been the 
toughest, cities in which more than 
90 LPG dealers were involved. The 
reports showed that not one of 
those dealers had raised the white 
flag of surrender to natural gas, 
and they don’t intend to. 

The reports were truly encourag- 


ing. They came in from cities as 
far west in the Panhandle as Mil- 
ton (50 miles from Mobile, Ala.) 
and as far south as Fort Myers 
on the Gulf Coast and to the Miami 
area on the Atlantic Coast. 

The only reply that was any- 
where near pessimistic came from 
a dealer in Fort Pierce—which 
does not yet have natural gas— 
and he felt that the entry of natu- 
ral gas “will probably hurt.” 

Other dealers replied that the en- 
try of natural gas will help them 
as the people in their areas become 
“gas conscious.” Some were philo- 
sophical, such as the dealer in 
Perry who rationalized about his 
losses, “at least we won’t have to 
purchase new tanks for new custo- 
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Natural gas in Florida 





mers.” (He’ll just use the ones he 
gets back from lost customers.) 
Some dealers were practical. Speak- 
ing of the new competition, a 
Marianna LPG dealer said, “Natu- 
ral gas will help our business be- 
cause it will be compared with our 
service which we _ feel is 
superior .. .” Still another felt 
that the invasion would “have no 
effect.” 





The situation today, in 
brief 


e By promising more than they can 
deliver (ratewise), the pipeliners 
have alienated a lot of customers 
and potential customers. 


e In certain localities, LPG for 
domestic uses is actually selling for 
less than natural gas. 


¢ Only one dealer who reported has 
cut rates to compete. Others are 
depending upon “superior service” 
to hold the line against natural gas. 


¢ Losses of customers have ranged 
from three per cent to 20 per cent. 
Half the dealers expect to recoup 
their losses soon. 


¢ Dealer-utility relations are good 
in some areas, poor in others. 
(“The utility is showing no regard 
for delinquent accounts.” “Pipeline 
good for our business.” ) 





Perhaps the most realistic ac- 
count came from R. C. Woodward 
of Western Natural Gas in Jack- 
sonville. Having lived with the 
invaders from the very beginning, 
Woodward said that “the loss was 
not as great as anticipated and 
(we) expect to build back to where 
we were within 18 months.” 

To be sure, some of the deal- 
ers did lose accounts after nat- 
ural gas came into their terri- 
tory. Eight out of ten of those 
dealers answering said the utility 
had taken some of their customers. 
The figures ranged from a high of 
20 per cent of their total down to 
only three per cent. And some 
expect to lose even more of their 
present accounts during the next 
couple of years. But at least half 
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of these dealers expect to offset 
these losses. How? Well, some are 
turning to new loads such as car- 
buretion. Yet, the majority of 
them feel that they can find new 
(or regain old) domestic customers 
to fill the gaps. 

At first, the latter thought above 
might sound like wishful thinking 
on the part of the dealer. How- 
ever, the LPG business was, in 
many cases, given an unsuspected 
and completely unplanned boost by 
the Houston Corp. When the in- 
vader first came into some of its 
new territories, it promised both 
lower rates and better service. But 
the customers soon found out that 
whereas they had been promised 
everything would be apple pie, all 
they got was the crust. 

Sure, lower rates than LPG 
could offer were promised for 
natural gas users before it came 
into the state. Then, in less than a 
year, some customers found they 
were paying higher rates. A good 
example of this was what happened 
in the Miami area. This time, we 
are not quoting from an LPG 
dealer—who just might be a little 
bit prejudiced. The following is 
from a story that appeared in the 
Dec. 6, 1959 issue of the Miami 
Herald. The headline over this 
story reads, “Cheaper Gas Isn’t 
Natural.” It tells of the rate 
structure for the City Gas Co.’s 
LPG. 

“Their new rate structure is 

actually lower, in some instances, 

than the rates for supposedly 
low-cost natural gas.” 

In order to explain 
story continues: 

“The Houston Corp.’s Miami 

distribution system is old and 

expensive to maintain. Houston 
bought it reluctantly from the 

Florida Power & Light Co. for 

a reported $3.5 million. “Now 

that it’s stuck with the system, 

the Houston Corp. is trying to 
make it operate profitably, and 
that means high rates.” 

The American Gas Association, 
in one of its recent ‘Executive 
Summaries,” said: 

“Since the Houston Corp.’s pipe- 

lines represent the newest major 

facility in the country with high- 
cost mileage and average high- 
cost gas, the economic advan- 
tages of change-over from manu- 
factured gas or L.P. gas to 


this, the 


natural gas have not been as 

clear cut as in some other parts 

of the country.” 

However, not only the customers 
in Florida, but apparently a good 
part of the natural gas industry 
has been taken back by the Houston 
Corp.’s actions. A source within 
the AGA itself told BUTANE- 
PROPANE NEWS: 

“The price of natural gas coming 
in (to Florida) is by no means 
putting the L.P. gassers out of 
business. Quite the contrary, as a 
matter of fact. (Houston’s) prom- 
ises have not been kept. They 
promised a 1% rate drop in some 
cases. Instead, the minimum rates 





Depend upon domestic 
business 


¢ BPN’s second survey of the 
Florida situation was sent to key 
dealers in 35 cities. A total of 50 
per cent of those dealers responded 
with information on what has hap- 
pened in 60 per cent of those cities. 
The communities were divided al- 
most equally between those that did 
already have natural gas and those 
that did not. 


Of those dealers answering the 
survey, 92 per cent depended pri- 
marily on domestic business. 


Dealers responding in those com- 
munities that do not yet have nat- 
ural gas reported in 82 per cent of 
the cases that they did not expect 
it ‘“‘soon.” On the average, they 
did expect it in about three years. 
The invasion was expected before 
the end of next year by 18 per cent. 


New customers were picked wp 
by 86 per cent of the dealers an- 
swering and over 70 per cent of 
the new customers were the same 
kind (domestic) that the respond- 
ents had just lost to natural gas. 





have been raised two, three and 
even four times until now they’re 
greater than ever.” 

Continuing, he said that there 
has been “bad public relations on 
Houston’s part with its method of 
new rate filings. There have been 
pages and pages of bad publicity 
on the front pages of the news- 
papers in Florida over the past 
few months. This is giving the 
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entire gas utility industry a black 
eye.” 

It is apparent that potential 
customers are beginning to hesitate 
before committing themselves or 
their communities to natural gas. 
St. Augustine, located 40 miles 
down the Atlantic Coast from 
natural-served Jacksonville, does 
not yet have it. “The people in 
this section are beginning to learn 
that the low cost at first (of 
natural gas) is just a phony,” ac- 
cording to a local LPG dealer. “The 
people here are very suspicious 
because of the experiences in Jack- 
sonville and South Georgia, as well 
as in Miami, where natural gas has 
raised rates after installation.” 

Carl K. Greene, owner of the 
Greene Gas & Appliance Co., in 
Vero Beach, cites the same ex- 
amples. 

Factors other than increases in 
natural gas rates have disillusioned 
customers in Florida. Look at the 
situation as reported in Leesburg, 
a town of 7400 people located about 
50 miles WNW of Orlando. There, 
according to Don Riddle, manager 
of the Mid-Florida Gas Co., the 
natural gas company’s conversion 
crews reportedly “used the wrong 
tables for conversion at first and 
many of the appliances are about 
10 per cent over-fired. This, we 
feel, may be one of the reasons 
some of our former customers are 
complaining of higher gas bills on 
natural even though their rate is 
lower.” 

Houston Corp. itself, or the new- 
ness of natural gas in Florida, are 
not the only reasons why customers 
have become disenchanted. Take 
the case of Milton, Fla., which has 
had natural gas since 1947. This 
community of 2000 is served by the 
United Gas Pipe Line Co. LPG 
dealer A. W. Lindsey of Lindsey 
Gas & Appliance Service in that 
area told BUTANE-PROPANE News, 
“Many customers aren’t interested 
in natural because the pressure 
isn’t too good in winter . . . There 
is somewhat of an engineering 
problem here due to (the fact that) 
natural gas lines aren’t sized right. 
And there has also been trouble 
with an underwater pipe line 
(nearby). Natural gas customers 
have been without gas when the 
line was out—which helps us.” 

On the other side of the ledger, 
there were reports in the survey 
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that showed that some _ utilities 
were cooperating with the LPG 
dealers. C. J. Fowler of Hydro-Gas 
Co. in Quincy stated that his com- 
pany “sold about half the appli- 
ances that went on natural gas.” 
D. J. Fussell of Pierson Gas Ser- 
vice Inc., in Fort Myers said the 
utility had cooperated with his 
company when it came to change- 
over and delinquent accounts. On 
the other hand, a dealer in Lake 
City charged that his city is piping 
houses and making conversions on 
a no-charge basis, with no regard 
to delinquent accounts. 

It would seem that, left to its 





Favor municipal 
utilities 

© One of the most disturbing 
points uncovered in the BPN sur- 
vey of the Florida situation was 
the obvious support by the people 
in that state for municipally-owned- 
and-operated gas utilities. LPG 


dealers who answered the survey 
from communities as yet without a 
gas utility reported that in cases 
where the arrival of natural gas 
was expected, 85 per cent of those 


utilities would be municipally-op- 
erated. Of those communities that 
already have natural, 80 per cent 
have municipally-owned utilities. 

According to an AGA report at 
mid-year, the number of municipal 
gas utilities under construction or 
in operation had increased by 100 
per cent (from 12 to 24) during the 
past year. Thirteen more are ex- 
pected in 1961. Presently there are 
only five states in the entire coun- 
try that have more than 35 munici- 
pally-owned utilities. 

The significance of this is that, 
in this case, L.P. gas dealers in 
Florida are paying taxes to try 
and help the gas utlities put them 
out of business. Above all, these 
dealers should do their best to halt 
this trend. It can at least be de- 
layed as it was in Fort Pierce. 
There the city commission passed 
a motion to set up a municipal gas 
utility. Among others, the LPG 
dealers in that town fought the ac- 
tion all the way to the State Su- 
preme Court and any further steps 
have been put off for from two to 
four years. 





own devices, the natural gas indus- 
try would by itself almost do 
enough to insure the continued 
success of the Florida L.P. gas 
dealers. That is not enough for 
some of them though. Service is 
the key for Emmitt Parish, 
manager of Suburban Gas Co. in 
Graceville. He says, “We think 
that by aggressive sales and better 
than average service, we will not 
be hurt much. In the long run, we 
feel that our position will be 
better.” 

There were other dealers who 
felt that the small size of the com- 
munities they served would keep 
natural—like the proverbial river 
—away from their door. F. M. 
Lincoln of Williston Gas Co. in 
Williston said, “I don’t think that 
natural gas will be profitable in a 
city of this size, population around 
2200.” Dealers in Melbourne (pop. 
7000) said “natural gas is not 
feasible in Melbourne.” Dealers in 
Dade City (pop. 3800) reported, 
“small community population—too 
low for natural gas.” 

Another advantage found by one 
LPG dealer was in community 
relations. Checking in from Mari- 
anna, he said that his company’s 
efforts help the entire community 
whereas the work of the natural 
gassers is only a small portion 
civic-wise. 

It would seem then that the 
fears of the LPG dealers harbored 
prior to the coming of natural gas 
to Florida were exaggerated. The 
survey has shown that they can 
live with the new competition and 
profit just as they did with the old. 
The methods of doing this are 
varied and, happily, they do not 
include price cutting. Only one 
instance of price cutting was re- 
vealed in the survey. Otherwise, 
competition was met by capitaliz- 
ing on the mistakes of the invader; 
by finding new markets such as 
carburetion and farm loads; by 
finding new customers who had 
suddenly become gas-conscious; by 
cooperating with the utilities to 
increase appliance sales and there- 
by recoup lost gas sales revenues. 
There is a lesson to be learned 
here by LPG dealers throughout 
the country. Florida has proven 
itself an example of the fact that 
the coming of natural gas does not 
necessarily mean the going of L.P. 
gas! 
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IE kemmm Coreful planning came first. Here 
Fred Lundin, (top, center) vice president of sales for the 
Mazenko supplier, Dri-Gas Co., Hinsdale, and Leonard 
Mazenko review contest rules and outline the program in 
a briefing session for employees. These are the key 
contact people on whose active support so much de- 
pended. From the left are: Cliff Wirt, Ross Meohle, 
Mrs. Sue Mazenko (Mazenko's mother), and Jerry Fite. 


Mazenko shows how 
to cash in on 


the Sweepstakes 


ADVE SS ote On June 28, the day following 
the front-page story, Mazenko (shown with the newspa- 


per's advertising manager, Dave Jackson) broke the first 
Council ad. Others followed on July 5 and July 12. He 
got radio time for the campaign in this interview (right) 


PREPARATION In readiness for the opening 
ot the campaign, the service trucks and bobtails were 
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IF YOU’RE GOING TO LAUNCH A PROMOTION, the way 
to do it is to go all out, in the opinion of Litchfield 
(Ill.) dealer Leonard Mazenko. 

Mazenko signed up for this year’s National LP-Gas 
Council’s $200,000 Sweepstakes sales building promo- 
tion. One week after receiving his kit of advertising 
and promotional aids, he was on his way with a front- 
page story in the Litchfield ‘““News-Herald.” 

From that day (June 27) on, the tempo of the cam- 
paign was maintained through the wide variety of 
promotional ideas shown on these pages. 

Sweepstakes dealers will wind up the big promotion 
on Sept. 30. Even if none of his customers wins the 
$25,000 all-LPG home, the $3000 LPG-fueled farm 
tractor, or any of the 150 home appliances being 
offered as national prizes, one is sure to win the local 
prize—a deluxe water heater. 2 


with Don Yaeger, the station's program director. The 
station also broadcasts Council commercials. Mazenko 
plans to wind up the campaign with radio interviews of 
customers as they come in to enter the Sweepstakes. 
The contest closes the end of this month. 
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rigged out with Sweepstakes banners and posters. The water heater in the center of the display), and the cam- 
display window was dolled up (note the local prize. a paign theme was carried right onto the display floor. 


GETTING THE WORD AROUND Word-of- policemen on the beat, customers who dropped in the 
mouth advertising has played a big part in Mazenko's store (bottom left, Harry Sievers signs up), and custom- 
Sweepstakes success story. Special targets were people ers wno at their homes or places of business (bottom 


who ‘get around" themselves—such as newsboys, the right, Mr. and Mrs. N. D. Grote learn all about it.) 





- 


win 25000 
HOME 


zi | 


m 
i ke Se 


i 











J. ARTHUR THOMPSON 


At Stahmann Farms in Las Cruces, 
N. M., LPG is used in harvesting 
nuts, cultivating cotton, brooding 
geese; in hauling crops to process- 
ing plants, in building facilities, 
and in heating employees’ homes. 
That’s why Stahmann may truly 
be called... 


The complete 


L.P. gas farm 


: " % 
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NUTS AND COTTON. LPG-powered tractors harvest the 
pecans from the 3700 acres of pecan trees, and prepare 
the soil for planting. They do the planting and the cul- 
tivating of the cotton which is planted between the rows 
of trees. 





ONE OF THE Most IMPRESSIVE agricultural opera- 
tions in the Southwest is Stahmann Farms Inc., lo- 
cated a few miles from Las Cruces, N. M. It has 3700 
acres of pecans—about 80,000 trees—said to comprise 
the largest grove of cultivated pecan trees in the 
world. 

It also has 45,000 laying hens and 1000 acres planted 
to cotton, and every year it raises 200,000 geese. 

(And it sells goose feathers by the carload!) 

The combining of nuts, cotton, and poultry is not 
without purpose. Pecan trees shouldn’t grow too 
close together. Rather than waste all the land between 
the trees, Stahmann plants it to cotton. And to keep 
the weeds that grow in the cotton under control, Stah- 
mann raises geese. 

An operation of the size and diversity of the Stah- 
mann Farms opens up tremendous load possibilities 
for fuels. For example, there is a brooding flock of 
10,000 White Chinese geese, maintained for the pro- 
duction of eggs. The incubators have the capacity to 
handle 100,000 eggs at a time, and young goslings 
come off this production line at a rate that sometimes 
reaches 3600 per day over a four-month peak period. 

When they come out of the incubators, they go to 
brooder houses, where a lot of fuel is needed to keep 
them warm, contented, and happily gabbling. UIlti- 
mately, of course, they must be transported to market 
or to a processing plant. Some, at the age of six 
weeks, are sold to other cotton farmers who use them 
to control the weeds. The rest of the birds are raised, 


GOSLINGS. LPG has the job of "mothering" more than 
200,000 of these little fellows every year. Before these 
youngsters are ready for market, they will have already 


helped pay their way by keeping down unwanted vegeta- 
tion in the cotton crops. 
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then killed, plucked, processed, packaged, and frozen 
in the big goose packing plant on the farm. They aver- 
age around seven lb, dressed weight, and are marketed 
by Armour & Co. under the Junior Young Goose label. 

There is also cotton to plant, cultivate, pick, and gin 
in the farm’s own plant. These operations require a 
number of tractors with special attachments. 

Tractors are important in harvesting nuts, too. An- 
other sort of special attachment, designed and built 
by the Stahmanns, shakes the nuts from the trees. 
A machine comes along and picks them up off the 
ground. From this point, they are hauled to one of 
two big pecan processing plants on the farm where 
they are shelled, processed, and packaged for market- 
ing under the Del Cerro label. 

Tractors to do these and other jobs on the farm 
total approximately 127. Pickups to do the day-to-day 
hauling total 52. There are also 37 other trucks in the 
114- to 3-ton capacity range, two service trucks, two 
buses, and a few pieces of other mobile equipment. 

There are irrigation pumps to be run. There is a 
continuing program of construction, maintenance, and 
repair to keep going, and this requires welders, cranes, 
and similar equipment. Ditchers and draglines are 
needed for the many excavation jobs that have to be 
done at frequent intervals. 

All this requires people, and lots of them. Stah- 
mann employs 475 on a full-time basis. During har- 
vesting, their number swells to 700 or more. They 
must be transported from place to place. And they 





MAINTENANCE RIG. Propane powers the engine which runs 
this 300-amp Hobart welder, used in the extensive construction 
and maintenance work required to keep the 3700 acre farm in 
operation. Twenty-four people are employed full time in me- 


hanical equipment repair alone. 
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must be housed, and their houses must be supplied 
with fuel. 

Now there is some natural gas on the farm. But in 
many cases it is cheaper and more convenient to use 
LPG than to pipe natural gas to the spot. So for 
many years, Ikard & Newsom, Las Cruces dealers, 
have supplied LPG for certain uses. Many employee 
homes use it. The brooders use it, too. 

But the biggest potential load was in carburetion. 
Some time ago, Jim Ikard persuaded the Stahmanns 
(Deane F. Stahmann, the father, and his sons Deane, 
Jr. and W. J.) to give it a try. For nearly a year, the 
possibilities were studied and trials were made. Ikard 
assisted in the first carburetor installations, later 
worked with Homer Miller, the maintenance foreman, 
in working out the inevitable problems. Ultimately, 
management was completely convinced, and more than 
200 pieces of powered equipment were converted. 

At this writing, it is still too early to obtain precise 
comparisons of costs of propane vs other fuels. How- 
ever, the Stahmanns are convinced that they are saving 
substantial sums in lower fuel costs, longer equipment 
life, reduced maintenance, and less down time. 

For Ikard & Newsom, the farm is a great customer. 
Sometimes their transports deliver a full load a week 
to the 12,000-gal. storage facilities on the farm prop- 
erty. Sometimes, when activities are humming at their 
peak, they deliver four or more. Stahmann Farms are 
impressive in many ways, and not the least of these 
is their tremendous capacity to use fuel. & 


CONSTRUCTION VEHICLE. When a new feed mill was 
needed, this Schield Bantam hoist mounted on a re- 
modeled Army half-track helped with the high work. 
Both the motor and the hoist are powered by whalins 


are more than 200 other pieces of mobil 
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Complete outfits with pigtails, 
mounting bracket, and direct or 
remote indicator available. 
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NEW upright indicator tells the world! 
Va YOUR CUSTOMERS CAN SEE IT 


g/ NOUR DRIVERS CAN SEE IT 
from 30 feet away 


Not just a vertical red signal, but brilliant, 
reflective Scotchlite in a non-breakable, 
molded plastic prism shouts its warning to 
your drivers and customers whenever cyl- 
inder replacement is needed. This new eye- 
catching, vertical signal now is standard 
on all RegO CertiMatic Regulator Outfits. 
Drivers can see it without dismounting 
from truck, a “plus” that saves you money. 


performance at its best 


CertiMatic outfits combine two-stage regu- 
lation and automatic throwover from 
service to reserve cylinder with uniform 
delivery pressure on loads from pilot light 
to 225 cfh (568,000 btu/hr). Body and bon- 
nets are die-cast aluminum—tough, rugged, 
corrosion-proof. Nylon handle in brass 
liner resists impact, won’t break in freezing 
weather. Entire unit is RegO quality-built 
for long-lasting durability, and effectively 


BASTIAN-BLESSING=*"" 


DO YOU KNOW 
it will poy you 
dividends to join! 
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sealed to prevent leakage, and entry of 
water. 


convenience for customers... profits for you 


With RegO CertiMatic Regulator Outfits, 
your cylinder-gas customers enjoy the max- 
imum benefits of LP-Gas dependability. 
This encourages more uses, results in 
greater loads. Added sales volume — per 
stop — means more profits for you. 


Once you've installed these low-cost 
automatic regulators, you can start add- 
ing fully automatic gas appliances almost 
without limit, for each will handle all 7 
major gas appliances combined. Uninter- 
rupted service and maintained uniform 
pressure—the two “musts” if you're looking 
for profits—now can be yours as never 
before with new Prism-Signal CertiMatic 
Regulators made only by RegO. 


4201 West Peterson Avenue, Chicago 46, Illinois 


WORLD'S LEADING MAKER OF VALVES, MANIFOLDS, 


REGULATORS, AND CYLINDER OUTFITS FOR LP-GAS CONTROL 





The clue to the mystery can be found in the form 
which Hicksgas has used to identify some of its 
slipperiest “pick profits." 


The great meter mystery 
or, what happened to $1020? 


Take a two per cent loss and multiply it by 600,000 gal. and you'll find 


out. 
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ANY PRECISION INSTRUMENT, no 
matter how well made, can get out 
of adjustment. A fine watch, for 
example—or a liquid meter. 

A meter, especially one mounted 
on a truck, takes a lot of abuse. 
Nor does it always get the main- 
tenance care that it deserves. Over 
the years, or even the months, it 
can lose its fine tuning. Then it 
becomes a sly “pick-profit,” capable 
of robbing the dealer of as much 
as $1000 a year. 

You can’t quickly detect. its in- 
accuracies as you can with a watch. 
The only reason you might have to 
suspect it is if it should fail to 
check out with the truck percent- 
age gauge. Then, to nail down the 
suspected discrepancy, you would 
have to prove the meter. 

Until some three years ago, this 
was not too easy to do. Both a 
suitable method and the equipment 
needed to perform it were lacking, 
in spite of the fact that a great 
deal of work had been done on the 
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problem over a period of almost 
two decades. Back in 1940, the Na- 
tional Conference of Weights and 
Measures had been asked to study 
equipment and procedures for test- 
ing LPG meters. Throughout the 
following years, several methods 
and theories were tried and evalu- 
ated. The National Conference, 
the LPGA, API, the National Bu- 
reau of Standards, local and state 
weights and measures departments, 
and many other individuals and 
agencies wrestled with the prob- 
lem. 

During this time, the gravimet- 
ric method was the best available. 
This method involved the use of a 
receiving vessel, a weighing scale, 
and a means of determining the 
specific gravity of the delivered 
product. But the equipment was 
cumbersome, and the tests were 
difficult to conduct in the field. 

Finally, three years ago, a proto- 
type of a volumetric prover was 
built by the Downingtown Iron 
Works of Pressed Steel Tank Co., 
on a direct contract from the Na- 


Better yet, prove your liquid meter and pocket the savings. 


tional Bureau of Standards, Wash- 
ington, D. C. After extensive field 
tests, the prover was made com- 
mercially available. 

The mechanism was described in 
some detail in an article appearing 
in the October 1957 issue of Bu- 
TANE-PROPANE News (“Liquid Me- 
ter Prover Now in Production,” 
pages 64 and 66). Briefly, it is a 
closed test system designed to al- 
low for tank expansion and pres- 
sure and temperature variations, 
and operating on the volumetric 
principle. The prover tank is an 
ASME vessel designed for 250-psi 
pressure. Integral upper and lower 
gauge glasses are provided to de- 
termine the starting or “zero” 
point on the lower glass, and the 
reading of total gallonage delivered 
into the prover is registered on the 
upper gauge glass. 

The device can be used with equal 
facility to check meters either with 
or without integral temperature 
compensating mechanisms. Where 
there is no compensator, the tem- 
perature of the meter and prover 
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are correlated and an adjustment 
made in the prover reading to cor- 
rect for the temperature differences 
between the liquid in the prover 
tank and the liquid going through 
the meter. For temperature com- 
pensating models, it is assumed 
that the meter temperature is 60 
deg., and a prover correction is 
made between the actual correction 
of the temperature in the prover 
and the assumed 60-deg. tempera- 
ture in the meter. 

Provers are available in either 
stationary, truck-mounted, or trail- 
er-mounted models. The stationary 
type is mounted on a steel base for 
use as a permanent installation. 
The two-wheel trailer unit is 
equipped with a hitch jack and two 
rear jacks for accurate leveling be- 
fore a meter is tested. 

Before delivery, each unit is 
shipped to the National Bureau of 
Standards for calibration. This is 
done with water, in accordance 
with instructions contained in a 
special supplement, issued in June, 
1958, to the NBS Handbook 45, 
“Testing of Measuring Equip- 
ment.” Complete proving proce- 


dures are also set forth in that 
publication. 


In the months and years that 
have followed the introduction of 
the provers, hundreds of meters 
have undergone field tests with this 
type of equipment. Many have been 
found inaccurate, and have been 
adjusted, with the result that po- 
tential sources of profit leaks have 
been securely dammed up. 

Actual experiences have shown 
how serious these losses due to 
innocent meter delinquency can be. 
A report from the Economic Prac- 
tices Division of the Wisconsin De- 
partment of Agriculture showed 
that two out of every three meters 
tested were registering in favor of 
the dealers’ customers. That meant 
that 6624 per cent of the custom- 
ers were getting gas they hadn’t 
paid for. 

Another report, from an _ inde- 
pendent LPG dealer in the Mid- 
west, gave the results of tests on 
meters on 40 trucks and in 26 bulk 
plants. To his surprise, he learned 
that he had been losing from one 
to two per cent of the total poten- 
tial revenue every year. 

In Illinois, one dealer revealed 
that, upon testing, his older meters 
were found to be delivering four 
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The volumetric L. P. 
gas meter prover is 


tall das, d 
r 7 9 


and constructed for 
high internal pres- 
sures (250 psig). 
The body is sphe- 
roidal with top and 
bottom glass necks. 
The prover must 
have a capacity of 
at least 50 gal. 





per cent more gas to his customers 
than was paid for. 

The provers were intended pri- 
marily for distribution to state 
weights and measure bodies. The 
first state to put one into operation 
was Wisconsin, which began in 
July 1958, a program of checking 
the accuracy of meters mounted on 
delivery trucks, used to dispense 
and measure LPG to customers. 

The Wisconsin move was brought 
about by the action of the dealers 
themselves. Reports N. E. Kirsch- 
baum, supervisor of the Weights 
and Measures section, “Several 
dealers were extremely interested 
in the accuracy of the meters and 
through their efforts, the legisla- 
ture provided us with the funds 
necessary to purchase the prover.” 

The state made its first round of 
tests in 1958, inspecting every 
available liquid meter. In all, 288 
meters belonging to 208 dealers 
were checked. Of these, 204 were 
sealed, 89 adjusted, and 148 con- 
demned for repairs. 

A second round of testing was 
completed late last year. At the 
end of that round, a cumulative to- 
tal of 699 meter tests had been 
made; 477 had been sealed, 310 
adjusted, and 222 condemned for 
repairs. 

Testing was scheduled to be car- 
ried on once each year, in compli- 
ance with state statutes. 

Hickgas Supply Corp., Roberts, 
Ill., purchased a prover in January 
1959. According to Marvin Fritch- 


ley, who was placed in charge of 
the proving program, most Hickgas 
operations were buying more pro- 
pane than they were selling and 
the meters would not check out 
with the truck percentage gauges. 

Previously, the meters had been 
checked by weight—“Not a very 
accurate method,” says Fritchley, 
“because of the rapid change in 
weight of the propane with changes 
in temperature.” 

On the first round of tests with 
Hickgas’ 38 bulk trucks, four me- 
ters were on the mark, one tested 
out at one per cent fast, and the 
other 33 averaged right at two 
per cent slow. 

Hickgas also checks meters for 
other dealers. “The service is 
available to all dealers in Illinois 
and Indiana,” says Fritchley. “A 
charge of $30 is made for the first 
meter and $25 for each additional 
meter.” 

Testing and correction takes 
about one hour per meter. Hickgas 
intends to make a check of its 
own equipment every 350,000 gal. 
pumped, or at any time a meter 
shows it is not checking out with 
the truck’s percentage gauge. 

What’s it worth to check a 
meter? Fritchley figures it this 
way: 

“A bulk truck hauling 600,000 
gal. per year with a meter regis- 
tering two per cent slow would cost 
a dealer 12,000 gal. annually. At 
an average of 8.5 cents per gal., 
that comes out to $1020.” eT 
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We use our 


degree day system 


to get new customers! 


Says T. C. JOHNSON °¢ Protane Corporation, Grove City, Ohio 


A BPN Exclusive 


WE KNOW THAT THE OBJECT of 
a degree day system is to in- 
crease the gallons delivered per 
truck mile traveled and, in gen- 
eral, to reduce trucking costs and 
bookkeeping expenses. (Many op- 
erators, including ourselves, can 
point to the fact that gallons de- 
livered per mile of truck travel 
have jumped from 30 gal. to 45 or 
50 gal., and that often we’ll de- 
liver as much as 80 gal. extra per 
stop.) 

But we are enjoying additional 
advantages, too. One of the big 
bonus benefits has been the im- 
provement in customer relations. 

Our degree day recorder is on 
the wall in our showroom. You 
can hardly miss it as you come 
through the door; frankly we 
make it a point to see that you 
don’t! Anyone who is a prospec- 
tive heating customer is shown 
the recorder and given a little 
talk about the degree day system. 
While they won’t all fully under- 
stand the system, they will be con- 
vinced that we know what we are 
doing and will serve them well. 

This is one way of selling the 
customer. Another is to promote 
the use of the recorder in our 
advertising.* We feel this sort of 
thing gives us a distinct advan- 
tage over competitors (see illus- 
tration). 


* Hidy-Brown, the manufacturer, supplies 
the mats. 
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Ever had a customer come in 
and say, “I couldn’t have used all 
that gas last month!”? Well, it’s 
not hard to convince him that he 
did if you have a degree day sys- 
tem. You can show him that his 
burning rate remained the same 
as before and that only additional 
degree days accumulated on the 
recorder this month were respon- 
sible for the larger bill. (The re- 
corder doesn’t lie!) 


Did you ever think of establish- 
ing a burning rate based on de- 
gree days for the over-all opera- 
tion? You can, if you take the 
total gallons delivered in a heat- 
ing season and divide that figure 


Here, T. C. Johnson takes a reading from 
the Hidy-Brown degree day recorder. By 
using this method of measuring, Protane 
has reduced its trucking costs, the book- 
keeping load and established good will with 
its customers. 


by the total degree days for that 
period. This will give you a yard- 
stick against which you can mea- 
sure performance. 

For example, suppose you come 
up with a figure of 300 gal.-per- 
degree-day. If you continue to de- 
liver gas at that rate, you are 
holding your own. Any increase 
in total deliveries will be reflected 
in your gal.-per-degree-day figure 
when it is brought up to date. 

Our degree day recorder is also 
a big help in ordering gas for our 
plant. It shows us when the cold 
weather is getting ahead of sched- 
ule and helps anticipate our 
needs. When the heating season 
is about over, we can decide 
whether we want to keep our stor- 
age low so we can take advantage 
of any price break in gas. 

Some people question the need 
for the recorder, wondering if 
they can’t do all right with 
weather bureau figures. Our an- 
swer to this is definitely no. Offi- 
cially, to find the number of de- 
gree days that have elapsed with- 
in a 24-hr period, the weather 
bureau must take the high and 
low temperatures from one mid- 
night to the next, average it, and 
subtract it from 65 deg. Brief 
periods of hot or cold weather 
don’t show up in this average. 
Two or three hrs at 80 deg. would 
cancel out 20 or 22 hrs at 50 deg. 
(Eighty deg. is 15 deg. above 65 
deg.; and 50 deg. is 15 deg. below 
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In celebration of our 60th year of world-wide progress... 


A Genuine Coleman 
gas-lite 
Yours to give now asa 


“buyer's bonus” when 
you install : 


Coletti A 

















America’s Only Bonded Line : 
Heating and Air Conditioning 


a Coleman’s Gas-Lite promotion will be announced to 
‘a home owners in the March 26 Saturday Evening Post 


$ The Coleman Company, Inc., Wichita 1, Kansas 

® Quickly send more information on your Gas-Lite promotion. 
* 

SN ee Se 

“ Firm Name. 

® Address 

* 
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Degree day system 





65. They cancel each other out.) 

Another good reason for having 
a recorder is that the degree day 
count you use for the system must 
be accurate for your own locality, 
and it must be accurate at the 
time you read it. There is no 
chance for human error with our 
degree day recorder. And, don’t 
forget that telephone calls to the 
weather bureau cost money, espe- 
cially if you take into account the 
time spent each day by the caller. 

Here is how the degree day sys- 
tem works: 

A “K factor,” or burning rate, 
is established for each customer 
who is heating his home with gas. 
This K factor can be established 
two ways. The first way is to take 
the gallons used in the heating 
season last year and divide that 
figure into total degree days for 
the year. Example: If 2000 gal. 
of gas were used by John Jones 
last year and 6000 degree days 
had occurred last year, the 2000 
gal. would be divided into the 6000 
degree days and the result would 
be a K factor of 3.0. This means 
that every time three degree days 
come up on the recorder, John 
Jones will use one gal. of gas. 

The other way in which a cus- 
tomer’s K factor can be figured is 
to fill him up in the Fall, being 
sure to record on his card the de- 
gree day count on your recorder 
when you fill him up. Let him 
burn some gas, then go out and 
fill him up again, remembering 


WE'VE ADDED A 
NEW SERVICE 
YOU CAN USE 


} Now, with our new Hidy 

| Degree-Day Recorder, 
we can guarantee to keep 
you from running out of 
fuel. It's completely auto- 
matic, and you're free 
from all worry. This sci- 
entific instrument pro- 
vides an accurate method 
of checking your fuel con 
sumption right here in 
our office. We schedule 
your delivery so your 
tank is always at a safe 
jevel 


(Local dealer's - 
name here, ) 


Here are examples of how Protane "sells" 
its degree day system to customers. Ads 
such as these impress upon readers the 
businesslike way in which their deliveries are 
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to record the degree day count 
at this time on his card. Then 
you will know two things: how 
many degree days occurred be- 
tween the two fillings, and how 
many gallons of gas he took. For 
example: If he took 150 gal. of gas 
when you filled him up the second 
time and 450 degree days had 
gone by, the 150 gal. divided into 
the 450 degree days gives a burn- 
ing rate or K factor of 3.0. This, 
as we said before, means that 
every three degree days that click 
on the recorder, this customer will 
burn one gal. of gas. 

Now, the important thing is not 
how many degree days it takes a 
customer to burn one gal. of gas, 
but how many degree days it takes 
for him to burn whatever amount 
of gallons it is most economical 
for you to deliver to him. After 
all, the whole point of the degree 
day system is to be able to deliver 
a maximum fill at every stop. 

This is where the money-saving 
comes in. We determine what 
amount of gas is most profitable 
to deliver to each customer. For 
instance, if John Jones (whose K 
factor we have already estab- 
lished as 3.0) has a 500-gal. tank 
and every time we go to him we 
want to deliver 300 gal., we sim- 
ply multiply 300 by 3 and get 900. 
So, every 900 degree days John 
Jones’ tank will take 300 gal. 

The cards for running the de- 
gree day system are relatively 
simple. For each customer, we 
have an alphabetical card on 
which we have his name, address, 
the size of his tank, and his K 


BEVER HAD TO SHIVER 
BECAUSE YOUR FUEL SUPPLY RAN OUT? 


NEVER AGAIN! ona 
WHEN YOU BUY a 
FUEL FROM ? 


(Local dealer's 
name here.) 


We guarantee to keep your tank 
well stocked and you'll never even 
jhave to call us, regardless of the 
weather. We've just installed the 
Hidy Degree-Day Recorder. It's the 
most accurate, up-to-the-minute 
method of measuring automatically 
your fuel consumption. Our Hidy 
keeps us posted on just how much 
fuel you use and tells us when you 
need a delivery. Call today for all 
the details on our GUARANTEED 
automatic re-fueling 


scheduled, give reassurance that they will 


have the gas when they need it and that 


they actually use the amount of gas they 
are billed for. 


factor. After each delivery we put 
down the date, gallons delivered, 
whether his tank was full, or 
the percentage of gas in it, the 
degree day count on this day 
(read directly from the recorder), 
and the degree day count of the 
next delivery. In the case of our 
friend John Jones, we get this by 
adding 900 to what the degree day 
recorder reads. 

Now is the time to get out the 
DEGREE DAY cards. We use one of 
these for every 100 degree days 
that occur in our area. After the 
alphabetical card has been com- 
pleted, but before we file it, we 
post the customer’s name on the 
degree day card which is appro- 
priate for his next delivery. For 
example, if John Jones’ next de- 
livery is due at 1256 degree days, 
his name is posted on the 1200- 
degree-day-card along with every 
other customer whose deliveries 
are scheduled between 1200 and 
1299. This card stays in the de- 
gree day file until 1200 comes up 
on our recorder. Then it is pulled 
and all deliveries are before us. 

We should explain that each 
customer is given a geographical 
symbol which immediately tells us 
where in our territory the cus- 
tomer is located. This symbol is 
in front of the customer’s name 
so we can group customers to- 
gether in a given location. Also 
on this card are the gallons we 
want to deliver to each customer 
so we can be guided as to how 
many stops the truck can make. 
There is no law against peeking 
a couple of cards ahead of where 
we are working; in this way, we 
can catch stragglers in outlying 
locations to avoid special trips. 

We are happy with our opera- 
tion because we have much better 
control of our accounts. We know 
what is in a customer’s tank at 
all times; we can keep a tank as 
nearly empty as we wish for sum- 
mer fills; we can, if we have to, 
allocate gas to customers who 
need it most in times of shortages. 
We have completely eliminated 
run-outs and overtime trips, we 
have cut our trucking costs 25 per 
cent and because fewer delivery 
tickets are handled we have re- 
duced our bookkeeping load. And, 
most important, we have built 
confidence in our customers’ 
minds. & 
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A new product's long, 


long trip to market 


In today’s high- 
ly developed econ- 
omy, industry has 
come to take the 
introduction of — 
new products for granted. 
Every month a new flood of 
devices is loosed upon the 
market. Sometimes, the very 
volume of these products 
must seem to indicate that 
every time a design engineer 
has a flash of inspiration, 
presto! a new product is 
born. 

Not so. It’s not the whim, 
or even the best-conceived 
idea, of the man at the draw- 
ing board that accounts for 
the introduction of a prod- 
uct. It’s you, the user, who 
are the judge and jury. It’s 
your demands that the man- 
ufacturer must satisfy. 

But how does he know 
what you need and want? It 
may take years of research 
and thousands of dollars to 
find out, and to translate 
those needs into a product. 

Walter Bond, sales mana- 
ger for Selwyn Pacific Co., 
Los Angeles, tells a typical 
story of the tortuous path an 
idea travels from drawing 
board to market. It’s not a 
unique story, says Bond, but 
one that is being constantly 
repeated by LPG equipment 
suppliers everywhere. 


A BPN Exclusive 


IT ALL BEGAN on a Wednesday 
afternoon in November of 1956 
when a management team meeting 
was called in Los Angeles. Its pur- 
pose: to begin an investigation into 
the automatic regulator market. On 
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that day, a committee was formed, 
charged with the responsibility of 
answering three basic questions: 

1) What is the outlook for the 
automatic regulator market five 
years from now? 

2) Are there any basic or uni- 
versal problems encountered in the 
field use of the automatic regu- 
lator? 

3) Should the company attempt 
to launch a new regulator in the 
light of the answers to questions 
1 and 2? 

These simple questions touched 
off a systematic market and prod- 
uct analysis that was to last until 
September of the following year. 

In April of 1957, the team pre- 
sented its answer to the first ques- 
tion. It had found that, despite the 
trend toward bulk systems, there 
would continue to be a large-vol- 
ume market for automatic regu- 
lators. 

The team decided to continue the 
study. Armed with portable tape 
recorders, members went out into 
the field to find out first hand what 
LPG dealers wanted most in auto- 
matic regulators. 

Two months later, enough data 
had been collected to give us a pic- 
ture of the kind of regulator deal- 
ers wanted. From these data, cor- 
related with past company records, 
a new product idea was born. 

Early in August, members of 
the design-engineering department 
were brought in. After a briefing, 
they were given the assignment to 
develop a prototype of a new regu- 
lator, and funds were allocated for 
the project. 

During the month, weekly meet- 
ings were held. As September ap- 
proached, the design requirements 
were becoming increasingly clear. 
Out of the jigsaw pieces of field 
data, 21 basic wants of dealers 
emerged. These were consolidated 
into six broad areas of improve- 


APRIL 1957 
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Tape recordings made in field tests brought 
back ideas on what L.P. gas dealers wanted 
in automatic regulators. Here, Jack Craw- 
ford, Sel-Pac district manager interviews 
Bob Frazer, Mutual Liquid Gas & Equip- 
ment Co. In. (I.). 


JUNE 1957 


Field information was evaluated and the 


engineering team went to work in 2! areas 
of improved design. 


AUGUST 1957 


Decision-making team headed by Arthur 
Bond Jr., general manager (I.) and Ed 
Lotz, chief engineer (r.) coordinated to set 
production target date. 
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That First Look Starts The Sale On Its Way! sat first toor your 


customer gives a beautifully designed WARM MORNING Gas Heater puts her (or him) 
in a buying mood. When you explain and show the exceptional WARM MORNING com- 
fort and convenience features and quote the bargain-low prices, chances are your sale is 
made. Prove it to yourself. Put WARM MORNING Gas Heaters on your sales floor and 
see how they sell! The line is complete and the advertising and promotional support for 
WARM MORNING dealers is the strongest ever. Why wait? Write for literature and prices. 
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LOCKE STOVE COMPANY 774 West 7/th Street, Kansas City 5, Missouri 


SEPTEMBER, 1960 





ee 


New product’s trip 





_ JANUARY 1958 


Steve Erdody, project engineer (r.) began 
functional lab testing under the supervi- 
sion of chief engineer Lotz. 


FEBRUARY 1958 


i 
The worst operating conditions the regu- 
lator will ever encounter in the field were 
duplicated in the laboratory. The ice chest 
temperature reads 60 deg. below zero. 


FEBRUARY 1959 


Returning with the preliminary field test 
results Walter Bond points out to his men 
where in eastern Canada they were con- 
ducted. The tests received approval by the 
"jury" of LPG dealers and the regulators 
were ready to go to market. 
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ment in regulator design, having 
to do with 

1) Fool-proof operation 

2) Capacity 

3) Long life 

4) Prevention of bleed-through 
during cylinder changeouts 

5) Gauge performance and visi- 
bility and 

6) Ease of installation and main- 
tenance. 

On Monday, Dec. 2, 1957, the de- 
sign team unveiled the embodiment 
of its new ideas: what appeared to 
be two rectangular blocks of alumi- 
num mounted on the lab flow 
bench. 

The appearance of the device was 
not impressive. Neither were the 
initial test results. The biggest 
problem was in the high-pressure 
seating. To obtain better pressure 
control and positive bleed-through 
protection, they were trying to in- 
clude the lever seating of large 
low-pressure regulators in the con- 
fined areas of the new automatic. 
But if small levers were used, the 
rubber seats would loosen after 
about 2500 cycles of operation. If 
the seats were firmly retained, the 
levers were too bulky, and opera- 
tion was sluggish. 

As tests and modifications of the 
prototype continued during Decem- 
ber and into January 1958, it be- 
came increasingly clear that a dras- 
tic innovation was needed. 

The break-through came when a 
process was discovered that would 
flow the rubber seat under heat and 
pressure in each die-cast aluminum 
lever. This provided a seat so 
firmly positioned it could not be 
pried loose in one piece with a 
pocket knife, yet one that would fit 
into our compact package. 

The date: February, 1958. 

The next 10 weeks were spent in 
exhaustive lab testing which dupli- 
cated every conceivable field oper- 
ating condition: sub-freezing cold, 
desert heat, rain, snow, careless 
handling, and cycle testing equiva- 
lent to changing cylinders 100,000 
times. 

Sel-Pac distributors in the U. S. 
and Canada had their first look at 
the new regulator during the May, 
1958, national LPGA convention. 
But the target date for full produc- 
tion was still 18 months away! For 
while the device now had the com- 
pany’s approval, it still needed ap- 
proval by the Underwriters’ Lab- 


oratories and, most important, by 
the customer. 

The thoroughness of Underwrit- 
ers’ Laboratories is typified by 
these two examples of tests which 
were conducted: 

1) To check for leakage and 
strength of body, UL subjected the 
new automatic to pressures up to 
1250 lb per sq in. 

2) For an endurance test, the 
regulator underwent 100,000 com- 
plete cycles of operation without 
mechanical failure, impairment of 
operation, or leakage. 

After two months’ testing, UL 
gave its approval. In that same 
month—November, 1958—the first 
shipments were made to the field 
test area. The region with the most 
rugged weather extremes, the 
provinces of Quebec and Ontario in 
eastern Canada, had been selected 
for this purpose. 

From the manufacturer’s stand- 
point, there are five steps to field 
testing: introduction, education, 
installation, observation and eval- 
uation of results. To accomplish 
these five steps, the Selwyn-Pa- 
cific Co. and its Canadian asso- 
ciates, Arden Sutherland & Son 
Ltd., conducted live automatic 
regulator clinics in 17 major L.P. 
gas areas, traveling a combined 
total of more than 200,000 miles. 

As the months of 1959 passed and 
another winter approached, the 
final collection of field reaction re- 
ports showed that the new unit was 
performing on schedule. Appar- 
ently L.P. gas dealers had finally 
been given the kind of regulator 
they had asked for. 

This phase of the regulator’s de- 
velopment consumed almost an- 
other year and many thousands of 
dollars. Finally, after the “jury” 
had returned a favorable verdict, 
the first units were shipped for 
actual “sales installation.” 

It was almost three full years to 
the day from that Wednesday 
afternoon in 1956 when the inves- 
tigation had been launched. 

Yet the whole project could have 
failed if the dealers had turned 
thumbs down on the new product. 
It is the dealer himself who tells 
the manufacturer what he wants or 
needs to make his job safer, more 
trouble-free, and more profitable. 
In the end, he—not the manufac- 
turer—charts the course of all fu- 
ture products for his industry. @ 
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“We'll buy only Mississippi Tank 
delivery units in the future™ 
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\ST * SAFE* CLEAN 


“I’m from Missouri . . . you've got to show me” 
—is a well-known phrase that points up the fact 
that Missourians are careful buyers. E. W. 
Arnold, manager of Home Gas Service, Inc., 
Kahoka, Mo., is no exception. Last year, when 
expanded business required that the company 
buy a new delivery, Mr. Arnold examined the 
features of available units and then selected a 
Mississippi Tank Titan, Jr. 


After a full season’s experience with the unit, 


here’s what Mr. Arnold has to say: “Our Missis- 
sippi Tank Titan, Jr. is superior to any unit we 
have ever owned. Its light weight allows us to 
carry a larger payload and its high pumping ca- 
pacity—better than 50 gallons per minute into 
domestic systems—enables us to handle increased 
business with less manpower and equipment.” 


And to prove that he means it, Mr. Arnold 
adds, ““When we get ready to buy a new delivery, 
it will be a Mississippi Tank unit!” 


For complete details on delivery units that haul more, pump faster 
and cost less to operate, MAIL THE COUPON TODAY! 
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MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 
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Mississippi Tank Company, Inc. 
Hattiesburg, Miss. 


Without obligation, please RUSH literature on: 


____Domestic and Bulk Storage Systems 


Name _ 

Company 
Address__ 

City and State 
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____ Delivery Units T-1 Transports 


Working its way through ice jams, MRA's 


self-propelled barge, "The Beaver," operates around the clock during the two months after 


other shipping has ceased, but before the Straits of Mackinac freeze up for three months. It has carried over one-half million gal. of 


propane during the past four winters. 


One of the many Mackinac miracles: 


Providing propane for MRA 


ALEXANDER DRYSDALE 
Supervisor, Moral Re-Armament 


LPG Installations 


A BPN Exclusive 


COLORFUL MACKINAC ISLAND, sit- 
uated in the “Straits of Mackinac” 
which split Michigan’s “main- 
land” from the Upper Peninsula, 
is today the ideological war col- 
lege for the free world. Since 
1942, it has been headquarters for 
education in the Moral Re-Arma- 
ment movement. Here MRA holds 
conferences every summer and 
trains men to carry on the ideo- 
logical fight against Communism. 

Since the island was set aside 
for MRA, German Chancellor Dr. 
Konrad Adenauer, former Foreign 
Minister Robert Schuman of 
France, Prime Minister Kishi of 
Japan, the Shah of Iran, the late 
President Magsaysay of the Philip- 


pines, and other heads of state 
from every corner of the free world 
have come personally or have sent 
cabinet members and delegations to 
its World Assemblies. The Army, 
Navy, and Air Force have sent top 
ranking men from Washington. 
Today, MRA has many fine facil- 
ities. Twelve-hundred people can be 
looked after daily during a year- 
round operation. A modern theater 
provides the stage on which ideo- 
logical dramas and musicals are 
created and staffed to go around 
the world as unique and effective 
ideological weapons. A television 
film studio, recently completed, is 
one of the three largest in America. 
Now an undertaking of this 
magnitude demands a modern fuel. 
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talleling. .a new range of ideas: T ke new UNIVERSAL by WASTE KING UNIVERSAL. Drey- 
fuss-designed to look better—a new shape to the burner grates...new back guards with a 
look as fresh as tomorrow. Totally NEW...with design by Henry Dreyfuss, 
world-famed industrial de- signer. Fresh designs that have 
already received wide ac- ev claim from professional design 
groups. WASTE KING UNIVERSAL-engineered to cook better— smart, work-saving features with 


traditional Universal quality. The automatic Roast Guide & Oven 
Timer...push button easy, controlled by time, size 





or type of meat. “Air-Conditioned = Baking” eli- 


minates oven hot spots and cold cor- 22-9 9 _991 ners.Smoke- 


Proof, Flare- Proof broiling with P| exclusive 
7 . . . . e 








“Swirl-Design” that keeps grease from smoking and reaching the 











flash point. Complete choice of burners: Double-Duty  ====—e====) burnerswith 
unlimited flexibility, “Burner-with-a-Brain” (A.G.A. @ Trademark). 
Exclusive Obedient —>=——"[——— = Burners with precision-point flames. 





It’s a complete line | faa? | i | with 21 LP models from the big,Gold 
Star Award 40 In? === perial to models for the most penny- 
conscious budget. And we're backing the line with complete merchandising packages, 
including colorful point-of-purchase, and hard-hitting advertising. 

For complete information, call or wire collect or write today to:® 

WASTE KING CORPORATION, Los Angeles 58, California. 
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Mackinac Island 





Kitchen and laundering appliances 
draw a total of two-million Btu 
per hour. Three Kewanee boilers, 
which provide steam, hot water, 
and hot water heating require an- 
other 15-million Btu. Propane was 
the natural choice. But transport- 
ing it onto the island, and handling 
it there, posed difficult problems. 

Presently we shall see why—and 
how the surmounting of these bar- 
riers became known as another of 
the “winter miracles of Mackinac.” 
Summer months on Mackinac have 
always -been fully committed to 
maximum ideological training and 
action.* This leaves only winter 
months free for the construction 
of facilities. But the waters of the 
Great Lakes become violent as win- 
ter approaches. Massive ice floes 
grind to a halt with ice up to 4 ft 
thick forming in the straits. For 
three months the island is isolated, 
its only link being small ski- 
equipped aircraft which lands at 
the lakeside. 

The fuel requirements of MRA 


* Written in September, 1959, the Manifesto 
“Ideology and Co-Existence,” has gone to 86 
million homes across the world in 24 languages. 


continued to increase rapidly. Yet 
because of the transporting diffi- 
culties, LPG had to be brought 
over in 100-lb cylinders during the 
summer months. The cost was 
high, and as the number of cylin- 
ders mounted—up to 52 in-place 
installations—it became more and 
more uneconomic and inconven- 
ient. Bulk storage would be ideal, 
it was felt, and during the years 
of growth was often considered. 
But it was always rejected as im- 
practical. 

That was the situation in the 
fall of 1957 when a covey of char- 
tered planes flew in from major 
U. §S. cities, Asia, Europe, and 
Africa for a weekend conference. 
On board were UN dignitaries, in- 
dustrialists, labor leaders, and pro- 
pane engineer John Durney, assis- 
tant district manager of Subur- 
ban Propane Gas Corp.’s Mt. Kis- 
co, N. Y., district. Even before 
landing, Durney agreed with the 
“impossible” verdict as he eyed the 
open stretches of water. 

But he found the weekend so in- 
spirational that he decided to take 
a closer look at the island’s facili- 
ties. MRA had a self-propelled 
barge called “The Beaver” and this 
appeared to be the main hope for 
getting propane. Durney consid- 


ered loading it with skid tanks or 
a number of 1000-gal. tanks on 
wheels. He also inspected and 
measured the barge with the idea 
of bolting down railroad tracks 
and transporting an entire rail- 
road carload to the island. He con- 
cluded that a regular highway 
transport trailer would be the an- 
swer. 

Realizing the urgency of the sit- 
uation, Durney returned the fol- 
lowing weekend with plans and 
specifications for the complete in- 
stallation. Immediate orders were 
placed with Anco Manufacturing 
& Supply Co. for the tanks and fit- 
tings. At the same time,, propane 
was ordered from Pure Oil Co. 

Time was growing short. The 
first ice floes had already appeared 
when J. Ed Nelson of Pure Oil and 
Wallace Hardin of Anco arrived 
with the equipment. Moral Re- 
Armament’s crane swung a 12,000- 
gal. tank from the deck of The 
Beaver and placed it on new dock- 
side piers. In three days, the in- 
stallation was ready to receive the 
first 10,000 gal. of bulk LPG ever 
to travel the Great Lakes. 

Meanwhile, on the mainland, a 
transport trailer secured by Dur- 
ney in New York had left the high- 
ways forever, fitting easily on the 


Here's an aerial view of the MRA training center. Note the huge television studio which was under construction when this photo was taken 
last winter. Sharp-eyed LPG men can easily tell which of the two 30,000-gal. tanks (lower right hand corner) has its vapor supply valve 
active. 
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Where else so complete a service 
for ALL your bulk plant needs? 


Best-quality NGAA-specification fuel, plus assured 
on-time delivery. 


Complete line of “Topper” Systems, quality-built for 
lifetime service. New endmount systems available. 


Engineering and technical services. including de- 
sign and construction of complete bulk and standby 
plants. 
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‘i "8G a“ | 


St 


Complete warehouse stock of LP-Gas parts and 
equipment, for immediate service. 


““Speedloader” trucks in 3 sizes, and United “Hitch- 
Hiker” trailers. 


On the way: Pipeline LP-Gas! 


Early this winter, United will have new LP Gas 
pipeline terminal facilities in lowa, Wisconsin 
and Minnesota to further expand our transport 
service to dealers in these states. 

For a worry-free 
winter, rely on United 
service for ALL your 


bulk plant needs. 


UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Blvd., Minneapolis 16, Minn. * WA 7-9981 
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Mackinac Island 





spacious deck of the The Beaver, 
where it was fastened with chocks 
and tie-down cables. Equipped 
with a new Corken 290 compres- 
sor, it became self-operative. Thus, 
it could pick up loads anywhere 
along the coast—an important fac- 
tor because ice jams constantly 
vary the navigability of mainland 
harbors. 

The Beaver and its propane-tot- 
ing, piggy-back trailer-partner im- 
mediately began filling the big bulk 
tank. The timing was perfect, for 
the last loads were brought in just 
before the Straits of Mackinac 
froze up for the ’58 winter. Dur- 
ing this period, Nelson and Hardin 
spent their evenings training per- 
sonnel to use LPG with the help 
of ‘‘Pamphlet 58” and BPN’s 
“Handbook of Butane-Propane 
Gases.” 

With bulk LPG on the island, 
drastic changes took place imme- 
diately. The cooking and launder- 
ing facilities were oversupplied, so 
one of three 5,000,000-Btu boilers 
was converted from coal to gas. 
Several 500-gal. and 100-gal. tanks 
were brought across the frozen 
lake to serve a dozen outlying fa- 
cilities around the island via nu- 
merous two-stage-regulated, low- 
pressure piping systems. 

The bulk propane experiment 
was such a succees that, after a 
consultation with Durney, a new 
1,600,000-Btu Cleaver-Brooks pack- 





One already up on its piers, the second ready to go up, the two 30,000-gal. ta 
flat cars into the water at St. Ignace, and towed to Mackinac by The Beaver. 
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aged boiler was added to the sys- 
tem. This led to plans for two 
more storage tanks—this time big 
30,000-gal. models. 

However, late fall production 
work on an MRA movie held up in- 
stallation of the tanks because key 
scenes were to be shot on the site 
chosen for the tanks. When the 
cameras stopped, a long distance 
call to Anco sent the tanks on their 
way northward. They were deliv- 
ered at a dockside in St. Ignace, 
Mich., being rolled off flat cars into 
the water. The Beaver then towed 
them to the island. 

Out of scenic considerations, the 
two big tanks were installed 1700 
ft from The Beaver’s docking area. 
This meant a product transference 
problem — since island tradition 
prohibits using motor vehicles— 
including LPG transports. The an- 
swer was a 1700-ft underground 
pipeline tying the twin 30,000-gal. 
tanks to the 12,000-gal. dockside 
tank. 

With ice gathering in the straits 
and seven carloads of LPG on the 
way, an around-the-clock battle be- 
gan. Jackhammers chewed at the 
frozen earth and stretches of bed- 
rock, but the newly made ditches 
quickly filled with groundwater 
and snow and froze. Sections of 
Schedule 80 pipe were welded to- 
gether—2%-in. pipe for the liquid 
line, and 1%-in. for the vapor re- 
turn line. Leftover building mate- 
rials were used to protect the pipe. 
Two alternate layers of roofing 
plastic were applied by hand be- 
tween longitudinal strips of poly- 
ethylene and roofing felt. 


The original 12,000-gal. tank at 
the dock serves as a staging tank 
for the two big tanks. A special 
3-in. unloading header enables The 
Beaver to do a ship-to-shore trans- 
ferral to any or all of the three 
tanks in minimum time. Incorpo- 
rated in this header is a 3-in. back- 
flow check valve—an extra safety 
feature to protect the water-going 
transport trailer from the 585 gal. 
of LPG in the 1700 ft of 2%-in. 
pipe when transferring liquid 
from the barge directly to the 
larger tanks. A Corken 290 elec- 
trically-powered compressor is lo- 
cated at the dockside tank. A 100- 
gal. condensate receiver just ahead 
of the compressor is a must, since 
there is excessive condensation as 
vapor is drawn 1700 ft. 

Usually, the staging tank is 
emptied down the line ahead of the 
arrival of the barge to make space 
for a closer-in, and therefore 
higher, pumping rate. When the 
lines are not in use, provision is 
made for the liquid locked off in 
the pipeline to be consumed in the 
vapor return line via the conden- 
sate receiver, which then serves as 
a batch vaporizer. First stage 
regulators on the 12,000-gal. tank 
automatically open as line pres- 
sures drop below 30 psi, insuring 
uninterrupted service as the liquid 
line dries out. The regulators are 
protected during dumping from 
the higher pressures by back-flow 
check valves. When not in use, the 
30 psi vapor pressure in the lines 
is locked off and pressure gauges 
on both lines give a_ perpetual 


nks are shown during their installation. They were rolled off 
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Meet B. L. Hankins and Owen Caplinger 


B. L. Hankins, President, Hankins Appliance, Inc., Jett, Ky. 
Owen Caplinger, Secretary-Treasurer (standing) 


15 years a Shellane Distributor-with a perfect delivery record 


Today, they operate one of Ken- 
tucky’s most successful Shellane® 
Distributorships— Hankins Appli- 
ance, Inc. 

As. Mr. Hankins puts it: “Those 
early days were a tough struggle .. . 
and believe me, we couldn’t have 
come this far if it weren’t for the help 
and counsel of Shell Marketing and 
Engineering Personnel. They helped 
us tremendously.” Mr. Caplinger 


adds: “We've learned over the 15 
years that Shell will contract to sell 
propane only within its capacity to 
supply. Shell has always maintained 
a 100% delivery record.” 

From its plant at Jett, Kentucky 
(two new ones are under construc- 
tion—four more in blueprint stage), 
Hankins Appliance supplies Shellane 
for 4850 consumers in twenty coun- 
ties. They operate a fleet of nine 


trucks, equipped with 2-way radios. 


For ten years, Mr. Hankins has 
been an active member of the Ken- 
tucky LP-Gas Association, and is cur- 
rently its President. 


Mr. Caplinger has served on the 
Frankfort School Board for 23 years 
and is currently a Director of the 
State National Bank at Frankfort, a 
position he’s held for 35 years. 


It pays to be a Shell LP-Gas Distributor 


—and your nearest Shell office will be glad 
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to tell you why. Ask for the District Manager. 
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The Beaver is shown in close-up with its piggy-back transport trailer as the unique pair com- 
pleted their very first voyage together. Second and third from right (respectively) are Anco's 


Wallace Hardin and Pure Oil's J. Ed Nelson. 


check for a leak-indicating pres- 
sure drop. 
A pale blue enamel “Equipment 


by Anco” sign hangs on the Cy- 
clone fencing alongside the re- 
quired fire extinguishers and “No 
Smoking” signs. During a recent 


visit, a Michigan State official 
said: “This is a model installation. 
I am going to tell people to see this 
if they really want to see how to 
do it.” 

The entire installation is Anco 
equipped from storage tanks to the 
last Rego valve. It exceeds Pam- 
phiet 58 requirements on several 
points, such as safety relief valves 
between shut-off valves on vapor 
lines as well as on liquid lines. 
This provides a positive precaution 
in case of excessive condensation 
along the extended vapor return 
line — due to pumping and ex- 
tremely cold temperatures. 

All openings and hoses have 
maximum possible protection with 
careful placing of excess flow and 
back-check flow valves throughout. 
At no time are fumes allowed to 
escape into the air, even during 
pumping operations. The liquid and 
vapor hoses are so equipped and 
valved that when ciosing down a 
pumping operation, valves supply- 
ing liquid may be closed and vapor 
forced through the hoses blowing 
them clear of liquid. The valve re- 
ceiving liquid is then closed, the 
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compressor reversed, and pressure 
in all hoses is reduced to zero by 
the retrieval action of the compres- 
sor. The blow-down valve gives a 
faint sigh when finally opened. This 
was engineered to give The Beaver 
the fastest and safest turn-around 
as well as to eliminate waste. 
Maximum versatility is provided 
through a system of piping, by- 
passes, and back-flow check valves. 
Liquid may be transferred in any 
direction between any of the three 
storage tanks and the truck trans- 
port. Conveniently placed Anco 
flow indicators tell what is happen- 
ing in the system. Vapor may be 
consumed from any or all of these 
four units through an existing 
first stage (20 psi) service line or 
via the high pressure vapor-return 
line. The vapor-return line can be 
converted into a low pressure (30 
psi) gas main servicing the 12,000- 
gal. tank by valves which by-pass 
the twin 30,000-gal. tanks and go 
directly into the 20 psi regulators 
which usually serve those tanks. 
As higher pumping pressures 
dwindle in the vapor-return line, 
the 30 psi regulators open, supply- 
ing 30 psi of vapor to the waiting 
20 psi regulators 1700 ft away. 
These lower pressures avoid 
condensations due to severe cold 
weather. Also, this arrangement 
enables the operator to elect to con- 
sume from any tank without hav- 


ing to rush down the shore, hur- 
riedly opening and shutting valves. 
Such versatility also means econ- 
omy: it has not been necessary to 
invest in a vaporizer because am- 
ple vapor is always available to cut 
in if pressures get low. 

Also, there is a minimum use of 
compressors—as any tank may be 
filled by throwing the load of con- 
sumption on that tank. As temper- 
ature and pressures drop, differen- 
tials develop—often greater than 
can be supplied mechanically. One 
need only open the liquid valves. 
Further, as pressures tend to equal- 
ize, additional boost may be given 
by allowing warmer and higher 
pressures from a dormant third 
tank to impinge on the vapor space 
of the tank being unloaded. Like- 
wise, 500-gal. tanks can be filled 
by valving in the vapor-return 
hose to a low-pressure area in the 
system, and the liquid hose to the 
liquid section of a warmer- and 
higher pressure-tank. Similarly, 
when transporting liquid from the 
mainland, the smaller dockside 
staging tank is made to support 
the consumption load of the whole 
system with a _ resultant severe 
chilling, gathering sometimes up 
to %-in. of frost in mid-summer. 

When The Beaver ties up with a 
new load of product with Texas 
temperatures, the transport will of- 
ten blow itself empty, equalize out, 
and return to the mainland with 
the lower island pressures. It can 
then take on a large percentage of 
its next load without pumping. 
When thermal conditions are not 
so obliging, both the dockside com- 
pressor and its sea-going mate can 
operate in parallel to insure maxi- 
mum pumping rates. 

This ‘‘Miracle at Mackinac” sky- 
rocketed LPG from 100-Ib cylin- 
ders to a total of over one-half 
million gal. consumption in the last 
four years. It was possible only 
because personal sacrifice and com- 
mitment were added to the bold- 
ness of the adventure. John Dur- 
ney’s gift was his skill and 
engineering genius. The careful, 
constant surveillance of J. E. Nel- 
son of Pure Oil meant frequent 
visits to the island to assist and 
supervise. All this had the solid 
support of Anco, which—in an iso- 
lated area of total inaccessability 
—helped create these amazing in- 
stallations in record-breaking time. 
Finally, the men of Moral Re-Ar- 
mament, working without pay, 
around the clock, in bitterest win- 
ter conditions, in the race against 
time, finished the living proof that 
free men can and will fight for a 
big-enough idea. * 
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(Advertisement) 


EVEREADY PROPANE GAS SYSTEMS 


TRINITY gives you domestic systems built to 
exacting standards at low prices because 
Trinity uses ‘Assembly Line’’ factory tech- 
niques. Six sizes: 110 through 1000 W. G. Splash 
filling — Low silhouette — Fast truckload deliv- 
eries. Built to 1959 ASME code, 250# WP. 


TRINITY STEEL CO., INC. 


4001 IRVING BLVD. DALLAS, TEXAS FLeetwood 7-3961 
FRANCESVILLE, INDIANA WHEN IN MEXICO CITY, VISIT TANQUES de ACERO TRINITY, S.A. 
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“Do a pioneering job in your advertising’ 


“We feel that there are too many 
dealers who are helping the electric 
and oil businesses by not doing a 
first class *ob of advertising,” wrote 
Robert E. Littell of Littell’s Gas 
Service Inc., Franklin, N. J., in a 
letter to the editor earlier in the 
year. 


So when BPN held its annual 
sales roundtable in Chicago late in 
April, we asked Littell to amplify 
his remarks a bit—and tell us more 
about his company’s advertising 
activities. Excerpts follow: 


WE IN THE 
GAS INDUSTRY 
look at our in- 
dustry in the 
same way the 
farmers look at theirs. They all sit 
back and agree on everything but 
we can’t get together to do any- 
thing. 

We are not going to sit back and 
wait for everybody to decide what 
to do. We have to do them ourselves, 
even if we have to be pioneers; so 
we decided to be pioneers in adver- 
tising in our area. 

Advertising, to our way of think- 
ing, is the only way to combat three 
major competitors — electricity, 
fuel oil, and ‘deadbeat’ gas dealers. 
(I think deadbeat gas dealers are 
just as bad as the other types of 
competition.) 

One of the things we have used 
for advertising is match covers. A 
lot of people may have forgotten 
about match covers, but they do 
have a flame and they tie in well. 


BPN SALES 
ROUND TABLE 
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Bold newspaper advertising stresses "gas 
is best not “gas is cheaper," Robert 
Littell told his listeners at the BPN Sales 
Roundtable. 


People use matches day in and day 
out. On them is a picture of our cyl- 
inder truck. We also use the same 
picture on billboards. It is very ef- 
fective. 

We serve only about 2200 custom- 
ers, but we spent $3587 last year on 
advertising. (This is about two per 
cent of gross income.) We spent 
$685 on matches, $1000 on highway 
billboards, $152 on truck sign let- 
tering, $1100 in newspapers, and 
$77 on radio. The rest was spent 
on high school yearbooks and other 
miscellaneous things. 

We use cooperative advertising. 
We also use AGA truck cards. 
Every month we use a new card if 
we can afford it. If we can’t, we use 
the same one for two months. 

We feel that the money we spend 
on advertising should be spent in 
the best way possible, and not on 
cheap ads. We’re not trying to sell 


the customer on the fact that gas 
is cheaper, but on the fact that gas 
is best. I think that’s one of the 
drawbacks of the industry; for 
years everyone has been telling the 
customer that we’ve got a cheap 
range, for $159, and she can go 
ahead and start cooking on it. The 
electric boys are selling $350 and 
$400 models, and they are selling 
the best range the customer can 
afford. If you can’t reach the cus- 
tomer on price, you can reach him 
on quality. We’ve tried it both ways 
and we’re convinced that quality is 
the best way. 

We also ran a small ad in which 
we said that gas outsold electric 
water heaters 3 to 1 in 1957. 

In our advertising this year, we 
used a slogan, “Face the facts — 
don’t get caught with your wires 
down.” We have to have a good 
slogan that gas is still here, that 
it’s modern, and that it is here to 
stay. 8 


"Don't forget match covers," Littell ad- 
vised. Littell's spends hundreds of dollars 
per year in this medium. 
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“We're Closing 7 out of 10 Premium Sales...” 


reports 

MR. RON ECKLES, Sales Manager 

C & H Home Service p 

Des Moines, lowa ..-with the 


Permaglas 
Magic Plot STORY! 


—— SS 


Parm2a~gles 


& 

















This impressive device, available to all Permaglas warm air heating dealers, 


“Ag a Perma eatin lealer. we’ enables Ron Eckles to simulate the actual operation of a Permagias winter 
8 glas h a g dea oF re able to offer op air conditioner with Magic-Heet. The gas flame is automatically lowered 
customers a great big plus when it comes to comfort, as the heat-sensing element is warmed in Mr. Eckles’ hand .. . rises again 
od as the bulb is allowed to cool. The Magic-Heet demonstrator (equipped 

yey Ron Eckles, but comfort can be a pretty hard with a handy carrying case) is compact enough to be taken into customers’ 
thing to describe ... much less prove. That’s where homes, and includes blower, thermostat, controls and other operative com- 


our ‘old reliable’ Magic-Heet demonstrator takes over.” — 


And how it takes over! Since taking on the Permaglas 
line and building their sales presentation around the 
. . Permaglas gas-fired winter air conditioners 
Magic-Heet demonstrator, Ron Eckles and his crew are evaitabte in © fell venge of sees end 
have been signing up 7 out of every 10 prospects. Even styles... Hi-Boy, ios eae tae es. 
Magic-Heet is optional with all models . .. 
last January (normally a slow month), C &H sold ree eibah Gane including LP. , 
18 Permaglas installations ...every one a replacement 


and every one at full profit. “About the only thing ey aor a 


our Magic-Heet demonstrator won’t do,’”’ declares : { 
Ron Eckles, “‘is sign the order.” AO.Smith A 
ri i ad 


Magic-Heet, of course, is A. O. Smith’s exclusive PERMAGLAS DIVISION 
method of assuring uniform indoor temperature and KANKAKEE, ILLINOIS © NEWARK, CALIFORNIA 
near-continuous air circulation by actually “tuning” the A. 0. Smith International S.A., Milwaukee 1, Wis. 
flame higher or lower in response to constantly changing 
heat losses. As an important consumer benefit, Magic- A. O, SE CORPGRATEN 

‘ . stain p Permagias Division, Dept. BPN-960 
Heet puts Permaglas winter air conditioners in a class j Kankakee, Illinois 
by themselves. As a valuable selling feature that can Gentlemen: Please send me full information on Permaglas gas-fired winter 
. P ae air conditioners with Magic-Heet. 
be easily and dramatically demonstrated, it’s unbeatable. 





You, too, can turn lookers into buyers... convert 
price-shoppers into quality-conscious customers... | Dl Heating Contractor (Nesting Wholesaler 
when you make Permaglas your profit line for the ’60s. | Type of Operation: — 15 Gae Dealer C) Other (specify) 
See your nearest Permagias Distributor or return the 
attached coupon without delay. | 
1 





ries" Permaglas olasc ined ruater-heators, wivrm air and tyduoit heating suipment | 
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When you buy from PURE, your own 
brand name is backed up with what 
we call the “‘sure’”’ in PURE. Here’s 
why it will help your business: 


@ You buy direct from PURE, producer of its own 
LP-Gas. And our production is increasing! 


@ You buy a product with rigidly controlled quality. 


@ You’re assured of a constant source of supply from 
PURE’s huge underground storage facilities. 


@ You get dependable, on-time delivery by PURE’s own 
tank car fleet, and by transport trucks. 


@ You sell these product-supply features and services 
under your own brand name, without 
competition from PURE. 


For all the facts about why you can be sure with PURE 
LP-Gas, just call or write the Pure Oil office nearest you. 


The Pure Oil Company, 35 E. 
Wacker Drive, Chicago 1, Illi- 
nois ¢ Worland, Wyoming, Box 
38 ¢ Minneapolis, Minnesota, 
825 Thornton Street, SE « Fort 
Worth, Texas, Fair Building, 
Box 2107. 





BE SURE WITH PURE 


Premium gifts 
bring Pee Dee 


new customers 


To BUILD its  replacement- 
appliance business, Pee Dee Gas 
Co. Ine., Georgetown, S. C., util- 
izes its monthly billing state- 
ments as advertisements. This 
idea has also paid off in new 
customers for the company. 

Pee Dee, a branch of the par- 
ent Conway, S. C. firm, offers a 
premium valued at 8 to 10 cents 
to customers who pay their bills 
by the 10th of the month. A 
higher-priced premium, such as 
a chicken fryer, tea kettle, or 
cylinder of gas, is given to cus- 
tomers who recruit new cus- 
tomers. 








To Accounts 
Paid By 10th 


— Truck Load Sale vi 


Built-In Ranges Deluxe Ranges 
Apartment Ranges Standard Ranges 
Pyrofax Gas Ranges 
TRADE NOW 
Low Monthly 
Payments 
We Are Loaded — We Must Sell! 
YOU NAME IT WE HAVE IT 
OUR PYROFAX GAS RANGES FEATURE: 
Litetune Burner Guerontee Thermostatic Tap Burners 
intro Ray Broviers-Center Summer Burners Clock Controtied Overs 
Automat 


vc Griddies—Equo Flo Oven Burner 
Motor Driven Rotisserie Automatic Ovens 


Pee Dee Gas Co., Inc. 
Georgetown. S. C. 








Pee Dee’s service and delivery 
men, when conversing with cus- 
tomers, frequently mention the 
premium available to persons 
who send new customers to them. 
This way, the customers are al- 
ways on the lookout for pros- 
pects, and know they’ll get some- 
thing in return. A good way for 
them to be sure of a premium is 
to give a friend or neighbor the 
bottom portion of their state- 
ment, which carries the adver- 
tising message, instead of dis- 
carding it. 

Courtesy "'Pyrofacts’’ 
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High Fidelity Heat 


is 1960's Most Effective Gas Heater Salesmaker 
ARE YOU TAKING ADVANTAGE OF IT? 
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If not, better find out how much Martin High- 
Fidelity Heat can mean to your customers in 
added comfort and increased economy ... and 
to you in added sales.... 


matvex vere vente For the full story on Martin High-Fidelity Heat, 
RADIANT CIRCULATOR Martin Continental Console Cabinet design, and 


This is just one example of the beauty of : 
Martin Continental Console Cabinet design. the most complete and saleable line of gas 
There are four sizes in this series, all avail- 3 z : 

able with Martin High-Fidelity Heat, all heaters in America, write for catalogue today. 
finished in Lifetime Porcelain, all equipped 

with Lifetime Guaranteed cast iron burners. 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 





AMERICA’S MOST COMPLETE HEATING LINE 
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How you can reduce taxes 


by equalizing your income: Part 1 


A low-profit year 
and a_ high-profit 
year can sometimes 
be balanced out in 
your tax calcula- 
tions in such a way as to save 
you money. This can be done 
in two ways—by shifting re- 
ceipts and by shifting deduc- 
tions. 

In this first installment of a 
two-part series, BPN’s tax ex- 
pert, E. H. Mitchell, discusses 
the former method. 


COUNSEL 
AT YOUR 
ELBOW 


EQUALIZING TAXABLE INCOME 
from year to year can save you 
money. This is particularly true 
when your annual receipts fluctu- 
ate. The greater the difference 
and the higher the larger year’s tax 
bracket, the more you can save. 

Equalization by timing is accom- 
plished by shifting receipts or de- 
ductions from one taxable year to 
another. The methods are: 

1) To switch receipts from high 
to low income years and 

2) To shift deductions from 
low to high income years. Tech- 
niques are varied and numerous, 
and are available to individuals, 
partnerships and corporations. 

To take advantage of this tax- 
saving idea, you must make profit 
estimates and comparisons just 
before the close of each current 
year. 

For example: You are an unmar- 
ried individual or partner and file 
separate returns each year. In one 
of the two years, 1960 and 1961, 
your taxable income will be $16,000 
and in the other it will be $34,000, 
or a total for the two years of $50,- 
000. If you allow this to stand “as 
is,” your taxes will be $5200 for the 
low year and $15,760 for the high 
year, or a total for the two years 
of $20,960. However, if you throw 
a portion of the high income into 
the low year so that the two become 
about equal, then your tax for the 
two years will be $20,300. You will 
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have saved yourself $660. If you 
are married and file joint returns, 
and income figures are the same, 
the same strategy will save you 
$820. The higher the income, the 
greater the savings. 

Corporations pay a normal tax of 
30 per cent on their first $25,000 
of taxable income and a normal and 
surtax, totaling 52 per cent, on 
any excess over $25,000. Hence, 
they can also save if they can 
equalize their annual earnings at 
the $25,000 maximum. 

Let us look now at the first 
method of saving taxes (controlling 
receipts) and see how it may be 
done. 

In examining net receipts (as 
distinct from deductions), we shall 
first assume that in the pertinent 
tax year, 1960, they are abnormally 
low. Next we shall assume that this 
year’s net receipts are abnormally 
high. 

Low earnings this year. If profits 
are unusually low this year but are 
expected to be high next year, you 
should try to collect in this year 
some of next year’s receipts. 

Income of a cash-basis taxpayer 
can be increased this year by has- 
tening collections from customers. 

Sales by accrual-basis taxpayers 
are income for tax purposes when 
they are completed—that is to say, 
when title passes under your state 
law. Title usually passes upon de- 
livery. Delivery is usually  evi- 
denced by invoice or bill of lading. 
Hence you can increase this year’s 
income by speeding up deliveries. 

If you ordinarily sell on consign- 
ment, shift some of next year’s 
receipts into this year by switching 
to an open-account basis of sale. 

As a salesman you might be able 
to talk your employer into making 
advances near the end of this year 


on account of next year’s commis- 
sions. 

Offer discounts or premiums for 
closing “approval” sales before the 
year’s end; and accept uncondition- 
al advances and deposits. If they 
are not injurious to business, solicit 
them. 

You might, near the end of this 
year, sell installment accounts and 
notes receivable, and offer dis- 
counts for advance payments. 

High earnings this year. If 
profits are abnormally high this 
year and are expected to be su- 
stantially lower next year, the 
above tactics should be reversed. 
Equalize earnings for the two years 
by pouring some of this year’s re- 
ceipts into next year. 

For cash-basis taxpayers, this 
year’s income can be reduced by 
letting payments take their normal 
course, or by delaying in billing, or 
by persuading year-end customers 
to either: 

1) Postpone payment till early 
next year, or; 

2) Delay their orders until after 
the close of the current year. 

If possible, sell options to pur- 
chase on or before a named date 
next year. They serve to delay 
receipts until either the options are 
exercised or the payments for- 
feited. 

If you are on a cash basis, wel- 
come oral promises to pay as well 
as non-negotiable promissory notes 
payable next year. Neither is tax- 
able until something of marketable 
value is received. 

If you are an accrual-basis tax- 
payer, postpone deliveries until the 
first of next year. 

If possible, switch what normally 
would be year-end, open account 
sales to sales “on consignment” or 
sales “fon approval.” 

A salesman on a cash basis might 
persuade his employer to postpone 
the payment of his year-end com- 
missions for a month or two.* 

Avoid year-end sales of accounts 
and notes receivable. Wait until 
next year. 


Reducing taxable income by 
equalization is more easily accom- 
plished by control of deductions 
than by control of receipts. Deduc- 
tion control will be treated in next 
month’s installment. ® 


* See last May’s article treating “Postponed 
Compensation.” 
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Now MASTER TANKS 


are filled 


Master Tanks keep pace 


Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressure. Then tank can be filled without using 
a vapor return hose. Also, the direct flow on the 
separate fill valve cuts friction to a minimum 


MASTERPIECES OF 
STEEL FABRICATION 


with larger pumping 
equipment now 

used on propane 
delivery 

trucks 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding, 
It cuts the time of each delivery stop and in- 
creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 
Another improvement has been to add a 
check lock to the bottom of the tank for 
liquid withdrawal. 


2000 S. Front St. 
P. O. Box 5146 


ES LE LOR Te ee ee 
& y iy y ae “% ms 


Quincy, I!linois * BAldwin 3-5014 
Dallas, Texas ¢ Riverside 7-2441 
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Miss Eskimo and three Midwest L.P. gas dealers discussed the many advantages of LPG 
and the wonders of the far North on an appearance on KPLR-TV, St. Louis. The National 
LP-Gas Council arranged the interview during the Mo-Ill convention. From left to right 
are: W. A. Schuette, Hausgas Inc., Washington, Mo.; Miss Eskimo; O. E. Mueller, A-! 
Gas Co., Valley Park, Mo., and R. M. Hemphill, Skokie Valley Urban Gas, Skokie, Ill. 


Missouri LPGA lives up to 
"Progressive Association’ motto 


‘“‘A PROGRESSIVE ASSOCIATION for 
Mutual Dealer Benefits.” That’s 
the slogan of the Missouri L. P. 
Gas Association and it certainly 
seems to be living up to it. It is 
doing many progressive things 
and its dealers are certainly bene- 
fiting. 

As a matter of fact, Missouri 
LPGA soon will have “one of the 
most complete benefit programs of 
any L. P. gas association,” in the 
words of executive secretary Le- 
land Schmidt. The group already 
has a good program, but a second 
one will be added. The double- 
barreled aproach is aimed at giv- 
ing dealers the best possible em- 
ployee-employer relations and the 
most stable work force possible. 

The association already has 
nearly 300 participants in its group 
life insurance and _ hospitalization 
program. Briefly, this program en- 
ables small dealers to offer their 
employees the kind of benefit pro- 
gram offered by large companies. 
Now, the association is initiating 
a group retirement program that 
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will enable a small dealer to offer 
a complete benefit package that wili 
be better than that of many larger 
companies. 

Another indication of this pro- 
gressive spirit was the Second An- 


é mm) ‘ 


nual Missouri-Illinois L. P. Gas 
Exposition, held in St. Louis in 
mid-June. As indicated in the story 
on the Illinois LPGA in July BPN 
(page 90), it was the Missouri 
group that originated the idea of a 
joint trade show and invited its 
sister state to attend. Held in 1959, 
the first Mo-Ill get-together was 
such a success that the Missouri 
group changed its original plans to 
hold the 1960 event in Kansas City. 
And, the 1960 event turned out to 
be such a success that the two as- 
sociations decided to make the 
joint effort an annual affair. 

Attendance was up 18 per cent 
to 800, but the real proof of suc- 
cess was the trade show. A total 
of 65 exhibitors took part and to- 
tal sales recorded amounted to 
$250,813. While that figure “far 
exceeded” the association’s expec- 
tations, the actual sales were even 
higher, for some sales were not 
recorded. 

To record sales, the association 
set up a “Stock Exchange” panel, 
as shown in the accompanying il- 
lustration. Bona fide purchases 
were registered by a convention 
committee official in attendance at 
the Exchange. For every $25 of his 
purchase, a dealer received a share 
of stock (a chance). All shares 
were placed in a sealed vault. A 
drawing was held on the final night 
of the convention and the winner 
received a $500 bill. (For the rec- 
ord), he was Frank Mangold, LO 
Gas Co., Lake Ozark, Mo.) 

Since the rules required the win- 
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Here's the "Stock Exchange” panel that helped sell one-quarter million dollars worth of 
merchandise to LPG dealers during the recent Mo-Ill Exposition. 
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Max Wander, Wander Sales Co., McKeesport, Pa., gets details of the new Fall, tested, traffic-building 
program from Guy Spezza, sales representative, J. A. Williams Co., Pittsburgh. 


PROGRAM WITH HAMILTON 
...a promotion-powered pian 
to put profit in your pocket! 


The Hamilton program for dealer profit consists of a constant parade of 
proved promotions, all oriented on the same objective . . . more store traffic. 


The whole package for Fall is wrapped up in the new Hamilton 
Promotion Kit. Persuasive tie-in ads, hot tips on store promotion, 
tested traffic flags... everything you need is there. Get your Kit, at 
once, from your Hamilton Distributor and get into the pattern that’s 
already a proved moneymaker. Mammoth 35” x 66” towel 


You and Hamilton, programming together, can put the prospects ps raha “gee rong “ 
on your floor. With that done, it’s Hamilton’s buy-appeal features that pe oping bo Bes afl, 
will help you to send them out sold. markets...and they carry 
your specific store name! It’s 
When it comes to LP Gas Appliance Business the latest in Hamilton’s cal. 


YOU'RE A STEP AHEAD WITH HAMILTON endar of tested promotions. 











AUTOMATIC WASHERS » AUTOMATIC CLOTHES DRYERS - HAMILTON MANUFACTURING COMPANY TWO RIVERS, WIS. 
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ner to be present at the drawing, 
dealers unable to attend did not 
record their purchases. However, 
this meant little to satisfied exhibi- 
tors who have sent the association 
considerable “fan mail” with 
phrases like “excellent results” and 
“many new customers.” 

Plans are already being made 
for the 1961 trade show. Says Mis- 
souri LPGA: “The Stock Exchange 
is a sure bet for next year, prob- 





ably with a larger cash prize for 
another lucky winner. A goal of 
$500,000 in merchandise seems a 
real possibility.” 

A particularly well qualified 
slate of officers took over during 
the meeting. The new president is 
Orval Ricks, three-time mayor of 
Winfield, Mo., and an LPG man 
since 1941. He owns and operates 
Rick’s Store in Winfield, an up- 
dated version of the old fashioned 
general store, where he employs 
15 persons, and sells bulk and bot- 
tled gas and gas appliances, among 


A ll Viking series 200 LP-Gas pumps 
now give you full maximum pump 
capacity over a longer period of time 


than ever before. 

With Viking’s return-to-tank valve on 
pump head, and equipped with full 
size piping and excess flow check 
valve, these pumps operate cooler 
with less wear. 

With Viking’s new, exclusive 
automatic* internal pressure 
lubrication feature, this bearing 
remains cooler, resulting in still 
longer pump life. 

For full capacity and longer life, 
insist on Viking 200 series LP-Gas 
pumps for your next truck or bulk 
plant installation! 


5 to 158 G.P.M. Sizes 


For full information, 
write now for bulletin HB 


*Patent pending 


Fig. 200 Pump 
equipped with 
return-to-tank 
valve on head 


VIKING 


PUMP COMPANY 
Cedar Falls, lowa, U.S.A. 
In Canada, It’s ‘‘ROTO-KING’’ Pumps 
Our Catalog Unit 
in Butane Propane Catalog 


Pictured above, Viking’s new exclu- 
sive, automatic pressure lubrication 








other things. Ricks has held sev- 
eral association posts, including 
chairmanship of the first Mo-Ill 
Exposition. 

The new vice president is Wayne 
Werges, proprietor of Elsberry 
Gas Co., Elsberry, Mo. In the busi- 
ness since 1944, he is a proponent 
of the degree-day delivery system 
and two-way radio to speed ser- 
vice. Werges has employed and 
trained a specialist in motor fuel 
and crop drying and has carried 
out extensive campaigns to pro- 
mote off-season loads. 

The new treasurer is Jack T. 
Masters, in the business since 
1946. He is a past director of the 
association and has served on many 
of its committees. 

At the same board of directors 
meeting that elected new officers, 
a new executive secretary was also 
chosen. He is Leland W. Schmidt, 
a 29-year-old ex-football coach who 
left the St. Louis district office of 
Phillips Petroleum Co. to take the 
job. Schmidt succeeds D. M. “Buck” 
Orcutt, who returned to his old 
post temporarily when his succes- 
sor resigned last spring. Orcutt 
had been with the group a total of 
eight years, was honored with a 
diamond tie-pin at the Mo-Ill 
meeting. 

In the future, Missouri LPGA 
should live up to its motto even 
more closely than it has in the 
past, if Schmidt has his way. Says 
he: 

“Missouri LPGA has become one 
of the best associations in its field. 
However, we cannot thrive on past 
accomplishments only. All efforts 
must be amplified if we are to con- 
tinue as a progressive and produc- 
tive association. Through mutual 
cooperation, progress is unlim- 
ited.” & 


J. A. Smith elected president 
by CNGA board of directors 


Elected president for 1960-61 of 
the California Natural Gasoline 
Association was J. A. Smith, super- 
intendent of gas and gasoline plants 
in the Los Angeles division of 
Texaco Inc.’s domestic producing 
department. The new vice presi- 
dent is R. O. Boykin, manager of 
gasoline plants and assistant to the 
vice president of production, Mon- 
terey Oil Co. The elections took 
place at the association’s board of 
directors’ meeting July 19. 
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HOP-A-LONG HARPER—The Gold Star Ranger— SEZ: 


Next to my six-shooter, the most 
convincin’ thing on the range is... 


ALLTROL 


| yg CENTER SIMMER BURNERS 


ALLTROL CENTER SIM- 
MER Burner meets the 
basic specifications 
for AGA ‘Gold Stor 
Ranges.** 
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Send for FREE 

CENTER SIMMER 

- cgpabien “Be a smart Buckaroo! Draw a bead on those ‘jist lookers’ 
vol. Contains 

five simple, sales- by showin’ ‘em how this star feature of your Gold Star 


_ a ranges actually works. Yessiree, when you demonstrate its 
measured heat settings yore usin’ a real double-barrel ‘con- 
vincer,’ because ALLTROL Center Simmer’s ‘clicks’ are as 
famous as Billy the Kid’s six-guns. No need to be a spell- 
binder. Jist show ‘em . . . and the sale’s as good as in yore 


saddlebags.”” 
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gem HARPER-WYMAN COMPANY 


HARPER 
Specialists in Burners and Controls for Domestic Gas Appliances 


¢ © Dept. 90-B, 8550 Vincennes Ave., Chicago 20, Illinois 
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Newly elected to the board of 
directors for a two-year term 
were: E. H. Fisher, Pacific Gas & 
Electric Co.; John R. Fraser, Union 
Oil Co. of California; Warren F. 
Kane, Clark Brothers Co.; J. A. 
Millen, Southern Counties Gas Co.; 
L. S. Osborne, Union Pacific Rail- 
road Co.; and L. L. Palmer, Chans- 
lor-Western Oil & Development Co. 
E. R. Millett, Jr. was reappointed 
secretary-treasurer of the Associa- 
tion. 


Kentucky LPGA board 
makes plans, changes 


The Kentucky LPGA inaugurated 
plans for the 1960 “Search for 
Miss Future Home Economist” at 
the recent summer board session. 

The winner will receive a month’s 
experience as a paid home econ- 
omist. She will begin with two 
weeks on-the-job training with a 
home economist in a gas and an 
L.P. gas company. She will con- 
tinue demonstration work for LPG 
operators in Kentucky. 

In a closed session the board of 





clear sailing 
through a 
storm warning! 


When a predicted storm casts its ominous threat 
over the country-side, the LPG distributor is one person 
who knows he and his customers will have smooth 
sailing through the worst weather. 
Because one glance at his Visible Master gauge assures 
him that sufficient fuel levels are on hand to supply all 
his customers’ needs. Their well-being in any kind of 
weather is mirrored in its dependable face. 
This man and the hundreds of homemakers, farmers, 
truckers and all others who depend on him know they 
can place their trust in Visible, because Visible means years 


of accurate, dependable performance . 


. . performance 


that has made the Taylor Visible gauge the largest selling 
LPG and NH3 float gauge in the world . . . the 
“Standard of the Industry." 


SQUIBB 


233 6O 0TH 


AKARD 


TAYLOR 


INCORPORATED 


DALLAS 








directors also approved the re-dis- 
tricting of the association. Several 
counties were transferred from one 
district to another “to insure a fair 
and equal representation for all 
sections and members.” 


New England LPGA will hold 
safety sessions for two months 


The New England LPGA is pre- 
senting safety sessions during Sep- 
tember and October. A series of 
two meetings at each of 15 loca- 
tions throughout the state is 
planned. 

Local state regulations govern- 
ing the LPG industry and NFPA 
Standards 54 and 58 will be dis- 
cussed by industry leaders. The 
sessions are being put on by popu- 
lar request, because, according to 
the state LPGA secretary, New 
England fire marshals are unhappy 
with the lack of attention by some 
dealers to regulations now in effect. 

Each meeting will last about 
three hours, with no meals or en- 
tertainment. They will be so lo- 
cated that every dealer, his service 
and installation men can easily 
attend. 


New York LPGA clambake 
held at Sackets Harbor 


The New York State LPGA held 
its summer meeting and clambake 
Aug. 17 at Sackets Harbor, N. Y. 

W. S. Brenkle, Natural L.P. Gas 
Corp., Waukesha, Wis., appeared on 
the program with a presentation 
on “L.P. Gas—Utility Cooperative 
Programs.” 


Big Payette Lake setting 
of Tri-State convention 


Picturesque Big Payette Lake 
was the setting of the Tri-State 
Third annual convention and trade 
show held at the Shore Lodge, Mc- 
Call, Idaho, Aug. 21-23. 

The Idaho-Nevada-Utah-spon- 
sored convention program included 
sessions on credit and collection 
problems, gas air conditioning, and 
a cooking demonstration by Roby 
Robison, Whirlpool Corp. 

The trade show carried a unique 
touch, with oriental-designed booths 
set up on the front lawn facing the 
lake. 


Marketers, producers, manufactur- 
ers and association members were 
invited to an industry meeting spon- 
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Every fifth trip is free 
with tankers made of ss) “T-1’ Steel 


“I’m the best salesman ‘T-1’ Steel ever had. No other material could do the job so effectively 
and inexpensively. Switching to tankers built of USS ‘T-1’ Steel lowered our transportation 
cost 20%, increased the payload and lowered maintenance cost,” says Mr. C. Hillyard Muncy, 
Assistant to the Vice President in charge of transportation for Anchor Petroleum Company 
of Tulsa, Okla. 

“Ours is one of the nation’s largest independent operations. In addition to producing and 
marketing our own oil, Anchor sells LPG and natural gasoline, fuel oil and asphalt. We main- 
tain our own underground storage plants and transportation facilities,’ reports Mr. Muncy, 
“including seven trucking terminals and a fleet of 35 tankers. 

“Before the purchase of our first Beaird Payliner in 1958, we leased all our transports. 
Today we have twenty-nine transports, all made of “T-1’ Steel. These new units,” explains 
Mr. Muncy, “increase the payload 1700 gallons for each truck. In a year this adds up to 
8,250,000 gallons extra payload. We would need forty-one of the old units to do the same job. 
You can be sure any transports we buy in the future will be “T-1’ Steel units.” 

The lighter weight and increased capacity of ‘“‘T-1” Steel tankers permitted Anchor to 
streamline their transportation operation, reduce rolling stock and keep maintenance to a 
minimum. USS “‘T-1”’ Steel is furnished with a minimum tensile strength of 115,000 psi. 
This tough, weldable steel permits designing to higher allowable working stresses which 
results in increased payload. Write for the complete story on USS “‘T-1” Steel: United States 
Steel, 525 William Penn Place, Pittsburgh 30, Pa. USS and “T-1” are registered trademarks 


Tennessee Coal & iron—Fairfield, Alabama 

This mark tells you a product United States Steel Supply—Steel Service Centers 
is made of modern, dependable Steel. United States Steel Export Company 
United States Steel 
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sored by the West Virginia LPGA 
July 31 in Summersville. Al Stevens, 
Summersville Maytag Co., arranged 
facilities for the meeting. Briefly, the 
program included an L.P. gas fire 
control demonstration with fire-fight- 
ing personnel and the state fire mar- 
shal attending. A general meeting 
was held to discuss current problems, 
activities and future projects. 


“S.B.A. and the Role it Plays in 
Today’s Economy” was the title of 
a presentation by H. R. Smethills, 


with BEACON you cet 


Small Business Administration, Den- 
ver, at the recent Montana-Wyoming 
annual meeting, held at the Wort 
Hotel, Jackson, Wyo. LPGA Presi- 
dent Rudy J. Munzer addressed the 
meeting with “Let’s Look at Our In- 
dustry.” 


The annual convention of the Colo- 
rado LPGA was held at the Harvest 
House, Boulder, July 17-18. Lee A. 
Brand, Empire Stove Co., Belleville, 
Ill., spoke on “Gas vs Electricity.” 
R. H. Mahnke of the Chicago LPGA 
addressed the group with “Locking 
Ahead With LPGA.” 





and here’s why 


Dwindling supplies, late deliveries, repeated calls or telegrams... 
a contract with BEACON protects you from these and other head- 
aches no matter what the reason or the circumstances of delivery. 


Call, write or wire Beacon Petroleum Company for further information. 








PETROLEUM COMPANY 


P.O. BOX 2100 © PH. LUther 5-5553 ©@ TULSA, OKLA. 








CALENDAR 


September | 1-13—Florida LPGA Annual 
Convention — Hotel Robert Meyer, 
Jacksonville, Fla. 

September 12-13—North Carolina LPGA 
Annual Meeting—Sir Walter Hotel, 
Raleigh, N. C. 

September 13—Pennsylvania LPGA An- 
nual Convention — Holiday Motor 
Motel, Mechanicsburg, Pa. 

September I5—NGAA Rocky Mountain 
Regional Meeting—tThe Palliser Hotel, 
Calgary, Alberta. 

September 16-17—Wisconsin LPGA Fall 
Convention, Maxwelton Braes Coun- 
try Resort, Bailey's Harbor, Wis. 

September 18-19—Virginia LPGA An- 
nual Convention — John Marshall 
Hotel, Richmond, Va. 

September 23-24—lowa LPGA Conven- 
tion—The New Inn, Lake Okoboji, 
lowa. 

September 29-30—LPGA International 
Board Meeting—Queen Elizabeth Ho- 
tel, Montreal, Quebec. 

October 10-12—American Gas Associa- 
tion Annual Convention — Atlantic 
City, N. J. 

October I 1-12—Northeast LPGA Con- 
vention—Ambassador Hotel, Atlantic 
City, N. J. 

October 11-15—North Carolina State 
Fair—Raleigh, N. C. 

October 17-21—48th Annual National 
Safety Congress. Sessions on Indus- 
trial safety scheduled for the Conrad- 
Hilton Pick-Congress, Sheraton 
Towers, Morrison and LaSalle Hotels; 
traffic safety, Pick-Congress; commer- 
cial vehicle and transit safety, La 
Salle; farm safety, Palmer House: 
and school and college safety, Hamil- 
ton, Chicago, Ill. 

October 28—NGAA Southern Regional 
Meeting—The Carlton Hotel, Tyler, 
Texas. 

November 18—NGAA Panhandle-Plains 
Regional Meeting—The Herring Hotel, 
Amarillo, Texas. 

December 5-9—AGA Gas Air Condi- 
tioning Sales School—Nationwide Inn, 


Columbus, Ohio. 


1961 


January 20 — NGAA Gulf Coast Re- 
gional Meeting—The Robert Driscoll 
Hotel, Corpus Christi, Texas. 

February 13-l6—American Society of 
Heating, Refrigerating and Air Con- 
ditioning Engineers, Inc. — Semi An- 
nual Meeting and Exposition, Chi- 
cago, Ill. 

February 22-24—Eastern Canada LPGA 
Trade Show and Convention, Queen 
Elizabeth Hotel, Montreal, Quebec. 

March 15-17—NGAA 40th Annual Con- 
vention—The Baker Hotel, Dallas, 
Texas. 

April 13-15—Western Liquid Gas As- 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. 
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How LPG engines win the economy run 


against gasoline and diesels 


This documented evidence of LPG's superior economy has 


been presented to the Society of Automotive Engineers 
and printed as a paper. It should prove a powerful sales 


tool for you. 


E. A. V. Horiak * Director of Engineering, Hercules Motors Corp. 


A BPN Exclusive 


TODAY’S ENGINEERING is tightly 
connected to cost analysis. We have 
to continuously study costs to turn 
out products that will remain com- 
petitive. Every effort has to be ex- 
erted to produce machinery that 
will discharge its task with mini- 
mum expense, for it’s the overall 
efficiency that counts. 


We all know we can produce 
spark ignition engines for less 
money than the most ingenious 
diesel engine of comparable power. 
However, the cost of gasoline for 
the spark ignition engine will be 
higher than the cost of diesel oil 
when both engines do the same 
job. Thus, when the prospective 
operator figures initial cost plus 
fuel cost, he should be able to de- 
termine which engine offers greater 
overall economy. 


Purchase price and fuel cost, 
however, are only part of the pic- 
ture. Amortization and interest on 
capital investment must be figured. 
There are also quite a number of 
engineering angles, some of which 
are very difficult to translate into 
dollars and cents. We therefore 
limited our study to five cost fac- 
tors which can be readily expressed 
in dollar values: amortization, fuel, 
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lube oil, service, and weight penalty 
costs. We fully realize that some 
of these values vary with different 
makes of engines and different op- 
erations, but have compiled costs 
for typical engines. All figures 
were projected on both a 30,000- 
mile-per-year basis and a 100,000- 
mile-per-year basis. 

Here is how we figured the cost 
items for typical gasoline, diesel, 
and LPG engines: 

Amortization is, of course, the 
yearly write-off of a portion of the 
purchase price and of the interest 
on the capital investment. Interest 
was figured at six per cent. The 
amortization periods were different 
for each type of engine because 
we believe they should be equal to 
the engine life before major over- 
haul. 

Thus, the gasoline engine, esti- 
mated to be good for 60,000 miles 
before major overhaul, has a two- 
year amortization period when used 
on a_ 30,000-mile-per-year basis. 
On the 100,000-mile-per-year basis, 
however, the engine would last only 
7.2 months before a major over- 
haul. For the best example, we 
chose a typical, low-cost, high-pro- 
duction, basically passenger car en- 
gine of 200 to 240 hp. Estimated 
cost is $1000. 


The diesel engine selected is the 
heavy duty type that predominates 
in today’s diesel fleets. While this 
engine costs $2500, 21% times as 
much as the gasoline engine, its 
life before major overhaul is 150,- 
000 miles, 244 times that of the 
gasoline engine. 

The LPG engine is a Hall-Scott 
series Hercules heavy duty truck 
engine of similar power. Its price, 
$2000, falls between that of the 
other two units, but its expected 
life before major overhaul, 300,000 
miles, is twice that of the diesel 
engine and five times that of the 
gasoline engine. 

Fuel costs were figured on this 
basis: gasoline engine, 2.2 mpg, 
16 cents per gal.; diesel engine, 4 
mpg, 15 cents per gal.; and LPG 
engine, 1.9 mpg, 11.5 cents per gal. 

The 0.3 mpg (15 per cent) dif- 
ference between LPG and gasoline 
was obtained by studying overall 
operating figures of large fleet op- 
erators. Gasoline always makes a 
10 to 15 per cent better showing 
than LPG. The 1.8 mpg difference 
between diesel and gasoline trucks 
has been proved over many years 
of diesel conversion. According to 
specific conditions, the figure actu- 
ally varies from 1.6 to 2.0 mpg. 

These figures would lead one to 
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LPG economy run 
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believe that an LPG engine oper- 
ates with lower efficiency than the 
other two types. However, the 
heat content of any fuel is a func- 
tion of weight, not volume. The 
weight of one gal. of LPG is about 
4.4 lb, as compared to 6.2 lb for 
gasoline and 7.2 lb for diesel oil. 
Thus, on a pound basis, the cost 
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of fuel for the three engines iooks 
like this: gasoline engine, 0.352 
miles per lb of 20,700-Btu fuel cost- 
ing 2.6 cents per lb; diesel engine, 
0.550 miles per lb of 22,000-Btu 
fuel costing 2.1 cents per lb; and 
LPG engine, 0.433 miles per lb of 
21,500-Btu fuel costing 2.6 cents 
per lb. 


While the costs of LPG and gaso- 
line are about the same, LPG works 
out about two per cent lower in 
cost per Btu. However, the thermal 
efficiency of the LPG engine is 
actually about 18 per cent higher, 
due to its higher octane rating. 
Cleaner. burning LPG keeps en- 
gines in better operating condition, 
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Ford Tractors in two power sizes are available with Zenith LP-gas carburetor systems. 
LP-gas conversion units are offered for 600, 700, 800 or 900 series Ford Tractors. 


FORD TRACTORS PROVE THESE ADVANTAGES 
OF ZENITH LP-GAS SYSTEMS 


Zenith* carburetion systems for 
LP-gas give tractor dealers new and 
appealing sales advantages. Think 
how many of your customers will be 
interested when you demonstrate fea- 
tures like these— 


1. Substantial savings in fuel costs 
. Quieter, smoother operation 
. Fewer overhauls 
. Fewer tuneups 
. Cleaner spark plugs 


6. Longer oil life 

7. Minimum dilution of crankcase oil 
8. Underwriters’ Laboratories approved 
9. Clean, odorless exhaust 


Zenith is not only the oldest but also 
one of the most experienced manu- 
facturers of carburetors for farm trac- 
tors. This experience is applied to 
its LP-gas systems to assure your 
customers of all the advantages of 
LP-gas fuel at low cost. 


Zenith Carburetor Division 
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Also it is easy as well as profitable to 
enjoy LP-gas advantages with Zenith 
LP-gas conversion units—available for 
conversion of all makes of gasoline 
tractors. 


For complete details on how you 
can share in this rapidly expanding 
market, write to: LP-Gas Sales 
Department, Zenith Carburetor 
Division, 696 Hart Avenue, Detroit 
14, Michigan. 


*REG. U.S. PAT. OFF. 





“REDUCE MOTOR 
MAINTENANCE 50%’ 





L-P GAS CARBURETION 


Mr. S. D. Zenor, General Manager, Louisville Concrete Service, Inc., 
Louisville, Kentucky, reports... ‘‘our service includes seven Crane Car- 
rier Corporation Mixer Master trucks. Six of these are equipped with 
Century LP-Gas Carburetion Systems. Upon careful comparison with 
identical gasoline operated trucks, we have recorded an average of 50% 
LESS motor maintenance and tune-up. Savings have also been record- 
ed due to less frequent oil changes. In addition, we no longer suffer loss 
due to pilferage. The LP-Gas sealed tank system prevents syphoning 
or other means of looting which occur on gasoline trucks when parked. 
In addition our drivers report... 


... Instant Power on Take-off WANT MORE FACTS? 


--.No Power lag Send for Free Literature 





CENTURY GAS EQUIPMENT 
Marvel-Schebler Products Div 
Borg-Warner Corporation 
Decatur, Illinois 








arkhill 


The Safe Hose Nozzle 
Available with Fixed Acme or P. O. L. Adaptors 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 
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also influencing consumption fig- 
ures. 

Lube oil consumption is a highly 
controversial subject with opinions 
varying widely on what constitutes 
desirable consumption. It is gen- 
erally accepted that lube oil in LPG 
engines does not suffer from dilu- 
tion, as it does in gasoline engines, 
or from “carboning up,” as it does 
in diesel engines. 

Our figures are based on lube 
oil consumption of 300 mpg for 
gasoline and diesel engines and 600 
mpg for LPG engines. Fleet rec- 
ords substantiate these figures. 

Service costs are difficult to 
evaluate justly for three different 
types of engines. However, we can 
generalize in two Girections. 

Close scrutiny (at the Timken 
Roller Bearing plant) of repair 
costs for different types of inter- 
nal combustion engines indicated 
that each engine has a given life 
expectancy before major repairs 
are necessary. Repair bills after 
this period are just about equal to 
amortization costs. Therefore, in 
creased repair bills after the in- 
itial-life period will not affect total 
costs, since there is only one amor- 
tization period. 

While we thus do not have to 
include major repair charges, we 
do have to allow for such tune-up 
costs as cleaning and replacing 
spark plugs, injection nozzles, and 
filters. Gasoline-operated trucks, 
on the average, use new spark plugs 
every 3000 miles and new filter ele- 
ments every 1500 miles. LPG- 
using trucks get approximately 10 
times the service from these com- 
ponents, at least 30,000 miles on 
plugs and at least 10,000 miles on 
filters. Diesel engines, of course, 
have no plugs, but they do require 
new injection nozzles and they are 
harder on filters, which usually have 
to be larger and more expensive. 

Weight is an important factor in 
evaluating the merits of different 
power plants for highway use. 

Many trucks are loaded to the 
maximum gross weight permitted 
by authorities. In such cases, the 
extra weight of a heavy power 
plant reduces the payload. Long- 
distance truck lines find that a 
1000-lb payload loss costs them ap- 
proximately 1.5 cents per mile. 
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The passenger car-type engine 
used in the gasoline powered truck 
weighs about 800 lb. The heavy 
duty, truck-type LPG engine, in- 
cluding LPG-handling equipment, 
will weigh about 700 lb more, or a 
total of 1500 lb. The type of diesel 
engine now popular weighs 1000 
Ib more than the LPG unit, or a 
total vf 2500 lb. It should be noted 
that the great weight disparity is 
between the LPG and the diesel 
engines, since both are heavy duty, 
while the heavy duty LPG engine 
does not fare too badly when com- 
pared with the lighter duty gaso- 
line engine. 

Three other factors were not in- 
cluded, since they are harder to re- 
duce to a dollars-and-cents basis. 

Weight increase was figured only 
for the power plant, and not for 
the power train and chassis, which 
would probably be heavier for the 
heavier engines. This would im- 
mediately increase the weight pen- 
alty for the heavy engines, particu- 
larly the diesel. 

Again, weight costs money when 
the original purchase is made, and 
this affects the amortization fac- 
tor. This would be especially true 


DON'T RAISE THAT 
ELLIS (extra cold) MANIFOLD 


450-501 1.H.€. 
Using 2'4"" Carb. 


ee ee 


Leading LPG engineers are sold on the merits of 
Ellis Bu-Power (Extra Cold) Manifolds. These 
manifolds give high-compression performance with 
row-compression reliability. Head gasket, ring 
and bearing troubles are minimized. 


Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Ellis line has proven far superior to the so- 
called improved 3% x 4” exhaust systems in test 
after test under actual road conditions. 

By lowering combustion chamber temeperatures 
and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that equals 
gasoline horsepower. This is possible only with 
an Ellis Manifold. 


ELLIS MANIFOLD CO.| Angelus 
3134 East Washington Blvd. 24162 
Los Angeles 23, California 
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COMPRESSION! . . . install an: 


where a heavy, slower-speed diesel 
might require special transmis- 
sions, axles, and chassis. 

The third factor not included is 
definitely favorable to the LPG en- 
gine. In this cost comparison, we 
assume that trucks or buses with 
different powerplants operate on 
the same schedule and we do not 
list varying cost-of-operator fig- 
ures. However, we have observed 
in many instances that a more 
powerful Hall-Scott LPG engine 
can be installed in a space that 
would accommodate only a less 
powerful diesel engine. The more 
powerful LPG engine would also 
weigh less than the less powerfui 
diesel. The extra power and re- 
duced weight can cut travei time 
and thus reduce operating costs. 

Totaling up the factors, the LPG- 
engined truck is the victor on both 
the 30,000-mile-per-year basis and 
the 100,000-mile-per-year basis, as 
shown in the accompanying charts. 

Traveling 30,000 miles per year, 
the LPG-engined truck should cost 
$2447 to operate, including amor- 
tization, fuel, lube oil, service, and 
weight penalty. The diesel truck is 
6.6 per cent, or $161 more expen- 
sive, with the five costs totaling 
$2608. The gasoline-fueled truck 
has no weight penalty, since it is 
the lightest of the three, but it is 
still 15.4 per cent more expensive 
than the LPG truck. The $377 dif- 
ference between the two gives the 
gasoline truck a total operating 
figure of $2824. 

When the three trucks travel 
100,000 miles per year, the figures 
improve slight!y for the diesel, but 
worsen for the gasoline engine. The 
LPG truck totals out at $7992. The 
diesel is 5.1 per cent or $404 more, 
adding up to $8396. The gasoline 
truck, however, will cost $9333 to 
operate. That’s $1341 or 16.8 per 
cent more than the LPG truck! 

In both cases, the LPG truck 
wins because it has a smaller 
weight penalty than the diesel. If 
the weight penalty were excluded, 
the diesel would win, but the fig- 
ures would not be as realistic for 
a typical example. 

For the individual case, it is 
necessary to seriously study exist- 
ing conditions, since the results 
might differ substantially. Our fig- 
ures show that LPG merits consid- 
eration and in many operations will 
prove the most economical fuel. @ 


for long wear 
low vibration 
fast pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
Vanasil or 
Aluminum 
Pistons—jump 
power output 
Fas much as 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 











LP ‘conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept /ow ... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 
MACHINE SHOP 


DEPT. B-35 PONTIAC, ILL. 


73 





RONALD M. RoBerts—from division 
measurement engineer for Houston- 
Texas Gas & Oil Corp. to sales repre- 
sentative for American Meter Co. in 
the Atlanta district. EDMUND B. 
LENNIG has been appointed sales rep- 
resentative in the San Francisco dis- 


R. M. Roberts 


American Meter Co. 


D. R. Schoeneman 


Tuloma Gas 


Don R. SCHOENEMAN—from dis- 
trict sales representative in Des 
Moines to head of the newly opened 
Midwest regional sales office of Tu- 


loma Gas Products Co. C. R. ENG- 
LERT, formerly district representative 
in the now-closed Grand Island office, 
has been transferred to the Casper, 
Wyo. office. 


CHESTER F. WoRTHINGTON — from 
gas refrigerator sales manager to 
east-central regional sales manager 
for RCA Whirlpool Corp., St. Joseph, 
Mich. H. THOMAS Stroop, formerly 
sales manager of gas refrigerators, 
replaces Worthington. STEPHEN E. 
UPTON, advertising and promotion 
manager of the utility division, suc- 
ceeds Stroop. W. KLEE GRUMBINE— 
from assistant sales training man- 
ager to manager of sales training, 
appliances. WILLIAM C. HuME—from 
corporate manager of quality con- 
trols to refrigerator and freezer prod- 
uct manager, succeeding “Evans T. 
Morton, who has resigned. 


IRVING NELSON—from field service 
engineer to assistant sales manager 
for the appliance division of the 


Want To Save Time 
On LP Gas Conversions? 


“Manchester” Tanks ane Designed Sperificatly 
For Conversion of Casotine Tractors to LP Cas 


The brackets have been designed to fit existing gasoline tank brackets — 
Therefore, conversion time is a matter of money-saving minutes. 


RIGHT. Photo 
of Farmall 


460 Tank. 


WRITE FOR CATALOG TODAY! 

Get started now with the line that guarantees 
you greater volume, more profit and REALLY 
Satisfied Customers. Tanks, Cylinders And 
Weed Burning Equipment. 


ANCHESTER TANK & EQUIPMENT CO. 


2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 
NEwmark 1-9357 a 


Internal Relief Valve 
Horizontal Fill Valve 


Mounting brackets designed to 





mount in place of gasoline tank 





NEvada 6-5784 


Blackstone Corp., Jamestown, N. Y. 
GEORGE D, GouLp—from director of 
advertising and sales promotion for 
National U. S. Radiator Corp., Johns- 
town, Pa., to advertising and sales 
promotion manager of Blackstone. 


LAURENCE C. JOHNSON, formerly 
sales representative for Crookes- 
Barnes Laboratory Inc., is now sales 
representative for Caloric Appliance 
Corp. in the Chicago area. Other Ca- 
loric promotions are: MANUEL G. 
Rice, formerly sales manager of Di- 
mensional Kitchens, to Caloric sales 
representative in Cleveland. WIL- 
LIAM B. THOMAS is now in the newly 
created position of director of ser- 
vice. LEROY F. Brown replaces 
Thomas as service manager. HAROLD 
DoMENIco fills Brown’s previous po- 
sition of product control manager. 


S. S. “PETE” PARKER has moved to 
California as president and general 
manager of National Sales Co., a 
wholly-owned subsidiary of National 
Tank Co., Tulsa. He will continue as 
director and vice president of Na- 
tional Tank and will reside in San 
Francisco. 


Harry L. BADGEROW has_ been 
named manager of L. P. gas sales for 
Cities Service Oil Co.’s marketing di- 
vision, Chicago. He has served as 
sales representative and sales man- 
ager of L. P. gas in several regions 
for Cities Service. 


WALLACE G. GINDER—from con- 
troller to vice president of Petrolane 
Gas Service Inc., Long Beach, Cal. 
Ropert V. WILLS has been elected 
secretary. 


W. Ginder R. V. Wills 


Petrolane Gas Service Inc. 


SPENCER H. LANDES will manage 
Delta Tank’s Dryex division in Hous- 
ton. JAMES I. MONTGOMERY will 
serve as assistant manager. 


OscaR J. LeEINS—from vice presi- 
dent and general manager to chair- 
man of the-board of Baso Inc., Mil- 
waukee. J. H. THORNBERY—from 
vice president to executive vice presi- 
dent. 
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SAMUEL D. Houston—from sales 
representative for the Grayson Div. 
of Robertshaw-Fulton Controls Co. to 
district sales manager (in Chatta- 
nooga, Tenn.) for Grayson Div.’s 
southern territory. FLoyp Foster, 
formerly field service engineer in 
Robertshaw-Fulton’s national service 
organization, replaces Houston. RIcH- 
ARD D. HALL has been named to the 
newly created position of manager, 
distributor sales, for the Grayson Div. 
in Long Beach. 


F. Foster S. D. Houston 
Robertshaw-Fulton Controls Co. 


RoBerT E. BARNES has retired from 
his post as vice president of Ameri- 
can Liquid Gas Corp., Los Angeles. 
He will continue in a consulting and 
advisory capacity for Algas. 


Don McNary, formerly manager 
of dealer development, Suburban Gas 
Service, Pomona, Cal., has purchased 
Manas Gas Service of Woodland, 
Cal. JOHN SreLim—from chief engi- 
neer of Protane Corp., Cleveland, to 
division manager at Suburban. Ep 
DOVENBERG, formerly Suburban divi- 
sion manager, has moved to Minne- 
apolis where he will be affiliated with 
United Petroleum Gas Co. 


L. H. WriGHT, formerly assistant 
sales manager at Phillips Petroleum 
Co., is now in charge of administra- 
tive supervision of LPG and fertil- 
izer sales. W. F. De Voe continues 
as manager of LPG sales. 
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FURNACES for heat 


treating and pre-heating. 
Temperatures to 2000° F. 


“INDUSTRIAL GAS 


BURNERS & es 


Using — Low Pressure Gas 





PIPE BURNERS for even heat distribution 
in any capacity. 


NOZZLE BURNERS for ali capacities 
up to 144 million BTU's. 


RING BURNERS 
for all capacities up 
to 500,000 BTU’s. 
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free catalog and price list today 


g BIRMINGHAM STOVE & RANGE 00.5 


Fine Products for Over 50 Years 
| P. ©. BOX 2593 3 
BIRMINGHAM, ALABAMA 
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People 


MARTIN SuDER—from field service 
representative to field service man- 
ager for Norge Div. of Borg-Warner 
Corp., Chicago. Miss KATHLEEN 
BrRIcK was recently appointed re- 
gional home service director of 10 
western states for Norge. 


LAWRENCE H. STANLEY, formerly 
an industrial marketing consultant, 
has been appointed to the newly cre- 
ated position of manager of market- 
ing services for ACF Industries Inc. 


pguaele = 


RoBert L. CHIDDISTER—from terri- 
torial supervisor of sales for Nibco 
to sales representative in the Chicago 
area for Wolverine Tube. 


ALAN GOLDSTEIN—from sales ad- 
ministrator to assistant sales man- 
ager of the Garland commercial 
range division of Welbilt Corp., Mas- 
peth, N. Y. 


KENNETH F, ANGELO, formerly ac- 
count executive at Minneapolis Hon- 
eywell is the new assistant national 
sales manager for Hydrotherm Inc., 
Northvale, N. J. 


McQUAY 
NORRIS 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT USE 


McQUAY-NORRIS MANUFACTURING CO. 
ELECTRIC PRODUCTS DIVISION, ST. LOUIS 10, MO. 
GO VEARS IN THE MANUFACTURE OF PRECISION PRODUCTS 
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Eart A. MATHENY has been elected 
treasurer of Mid-America Pipeline 
Co., Tulsa. 


WILLIAM W. CHATFIELD—from en- 
gineer of gas heating to chief engi- 
neer at Armstrong Products Corp., 
Huntington, W. Va. 


T. G. HEARN—from general man- 
ager of the industrial division of 
Cleveland Pneumatic Industries to 
president and director of the Maytag 
Chicago Co. 


FRED C. MCDANIEL, formerly with 
Communications Engineering Co., has 
joined Decibel Products Inc., Dallas, 
manufacturer of antennas, transmis- 
sion lines and accessories for mobile 
radio. 


HucH RvusseLL —from divisional 
controller and office manager to as- 
sistant treasurer of the Iron Fireman 
Manufacturing Co., Portland. 


H. C. TEASDEL has been elected a 
vice president and director and 
GLENN M. ForGAN, a director of 
General Gas Corp., Baton Rouge, La. 


DaN B. POMEROY has been ap- 
pointed sales representative for the 
brass products division of Kerotest 
Manufacturing Co., Chicago. 


DEATHS 


HarrY KAYE, 44, regional manager 
in Missouri-Kansas-Kentucky-Tennes- 
see area for the Rego division of The 
Bastian-Blessing Co., died suddenly 
June 14 of a heart attack. 


H. Kaye 


The Bastian-Blessing Co. 


THomMaAs B. CRUTCHER JR., presi- 
dent of Crutcher Sales Co., Louis- 
ville, died June 11 at the age of 56 
from a heart attack. Mr. Crutcher 
was a pioneer among LPG distribu- 
tors and a member of the Kentucky 
LPGA, serving as a director and 
chairman of many of its committees. 
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GO 


and go for LP* PROFITS! 


Your profits only begin when you sell a Brentwood 
Automatic Gas Water Heater, and they continue 
through years of increased LP Gas service. 


Your customers will benefit, too, with improved 
hot water service every time you install a Brent- 
wood, Automatic appliances and growing families 
keep the water heater going constantly to supply 
the daily demands for hot water. Get in on this 
double-market .. . LP Gas and water heaters... 
now with Brentwood. 

Look at the complete line of Brentwood Water 
Heaters offered in a wide range of sizes and styles 
to meet every hot water need. Brentwood’s new 
manufacturing facilities permit in-plant produc- 
tion of water heater tanks, including Glass-Lining, 
Galvanizing or Stone Lining. More than 60 years 
of Brentwood experience and research in water 


NATIONAL APPLIANCES, INC. 
Pittsburgh 35, Pa. 
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heater design, and Brentwood manufacturing 
methods provide the most advanced water heater 
features in a variety of products from one source 
... at realistic prices. 


The latest designs and exceptional quality give 
assurance of years of satisfactory service and 
trouble-free operation. 


Go Brentwood .. . and go for LP* Profits. Put 
yourself in the profit picture by mailing this 
coupon today! 


Natienal Appliances, Inc. 
Dept. BP-2, P.O. Box 10580 
Pittsburgh 35, Pa. 


Please send us further information on the Brentwood Line of 
Automatic Gas Water Heaters. 


Name 





Company... 
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and now... 
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H.C. LITTLE H.C. LITTLE 
Water Heaters Boilers Incinerators 


TWO NEW PRODUCT LINES BY eee 


iG 
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i/ CLIPPER 


Again, H. C. Little adds two new lines for 
increased sales volume through profit-minded 
dealers. Each line is supported by the proved 
H. C. Little ‘‘package for profit,’ a complete 
merchandising program that makes profitable 
sales volume almost automatic. Get with the 
most aggressive merchandiser in the industry— 


the most aggressive, by far! 


H. C. LITTLE BURNER CO., Inc. 
Dept. 204, La Porte, Indiana 


We're profit-minded. We'll listen. Send particulars. 


NAME 





ADDRESS 








DESERT SUN 


GAS-FIRED FLOOR FURNACES 


dual, half-dual and 
fat, from 25,000 to 
57,000 BTU input. 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 81, 82. 


New Products and 
Free Literature 


8000 Btu heater 
fully vented 
Circle 1 on Readers’ Service Card 


Designed for small rooms, truck 
cabs, mobile homes and boats, this 
8000 Btu circulating heater (GEC 
420) is fully vented. Sturdy assem- 
bly of heavy gauge metal, drilled 
port burners and expanded metal 
fronts provide enduring beauty and 
long service life. Armstrong Prod- 
ucts Corp. 





Burner operates on 
liquid withdrawal 
Circle 2 on Readers’ Service Card 


This portable asphalt and tar 
kettle burner (GEC400) operates 
on liquid withdrawal from cylin- 
ders. Will fit most equipment. 
Wide-angle flame washes flue walls, 
providing faster heat with less gas 
consumption. Burners are equipped 
with a three port orifice. Flamegas. 
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Heating, cooking unit 
weighs only 14 Ib 
Circle 3 on Readers’ Service Card 


Sportsmen, ice fishermen, camp- 
ers and construction workers can 
use this combination heating, cook- 
ing unit. It has an input of 20,000 
Btu. The unit (GEC 240) weighs 
only 14 lb and measures 19 in. high 
and 10 in. in diameter. It has two 
sturdy carrying handles. Ohio 
Foundry & Manufacturing Co. 


LPG vaporizer fits 
hose of any engine 
Circle 4 on Readers’ Service Card 


For the top or bottom radiator 
hose of any engine, this LPG vapor- 
izer (GEC 830) fits hoses of 1% 
in., 134 in., and 24%, in. ID. Three 
fuel outlets are provided 90 deg. 
apart. The unit weighs 2% lb, and 
is UL approved. Zenith Carburetor 
Div. of Bendix Corporation. 


Kitchen color styling 
offered with range 


Circle 5 on Readers’ Service Card 

New gas ranges (GEC 240), 
available in 20, 30, and 36 in. mod- 
els, feature “keep warm” oven sys- 
tem, chrome-plated burners, and 
dramatic background. The “four” 
series includes models that have re- 
ceived the AGA Gold Star. A free 
kitchen color-styling service comes 
with each. Caloric Appliance. 


Float gauge transmits 
tank reading to driver 
Circle 6 on Readers’ Service Card 


One function of this remote indi- 
cating float gauge is to show the 
operator a liquid level reading, 
while he fills the tank. The other 
is to transmit a reading to the in- 
strument panel. It (GEC 540) may 
be placed with gas pressure in the 
tank. Rochester Gauges. 


79 





New products and free literature 





Combination valves 
install easily 
Circle 7 on Readers’ Service Card 
“Versatrol” combination valves 
(GEC-820) have interchangeable 
parts, manual reset, 100 per cent 
safety shutoff, are easy to install. 
Applications to 180,000 Btu. Gen- 
eral Controls. 


Gaslite distinguished 
by hurricane chimney 
Circle 8 on Readers’ Service Card 
The Homesteader gaslite (GEC 
470) features a tilt-top for easy 
access, hurricane chimney, long-life 
suspension mantle, and insect-proof 
screened air intake. Arkla Air 
Cond. 


New service body designed 
for old or new chassis 
Circle 9 on Readers’ Service Card 
The new _ service-Master body 
(GEC 790) is available for old or 
new 4, 34, 1 and 1% ton chassis, 
regardless of make. Op-Steel 
canopy for cargo space optional. 
McCabe Powers. 
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Fan, motor support quiets 
propeller unit heaters 

Circle 10 on Readers’ Service Card 

Suspended gas-fired unit heaters 
(GEC 410) range from 175,000 Btu 
to 300,000 Btu. Propeller fan mod- 
els are quiet because of rigid fan 


and motor support. Dover Corpora- 
tion. 





5 
Multivalve units permit 
on-the-site filling 
Circle 11 on Readers’ Service Card 
Multivalve units (GEC 820) per- 
mit on-the-site filling of 100-lb 


cylinders; are more compact 
(4 15/16 in. high); eliminate 
costly cylinder pickup and delivery. 
Bastian-Blessing. 


Regulator mounting bracket 
offers six positions 
Circle 12 on Readers’ Service Card 
For LPG regulators with stand- 
ard mounting centers, the “master 
bracket” (GEC 700) offers six posi- 
tions. Slide-on feature speeds 


mounting and removing. Selwyn- 
Pacific Co. 


Flaring tool parts 
locked together 
Circle 13 on Readers’ Service Card 
These new flaring tools produce 
45 deg. or 37 deg. flares easily on 
copper, aluminum and brass tubing. 
Working parts lock together to 
prevent loss. Ridge Tool Co. (GEC 
770). 


Eye-level oven offers 
ease in baking 
Circle 14 on Readers’ Service Card 
The “Futura,” a 40-in. gas built- 
in (GEC 240), features a conveni- 
ence-level baking oven and separate 
thermostatically controlled broiling 
section with rotisserie. Geo. D. 
Roper. 


Pressure regulators handle 
broad range of pressures 

Circle 15 on Readers’ Service Card 

Pressure regulators (GEC 700), 
in sizes from 4 in. through 1 in., 
can be used for inlet pressures up 
to 10,000 psi and adjustable con- 
trolled pressures to 6000 psi. Grove 
Valve. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


oe, Each New Product or Trade Literature item reviewed 
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New products and free literature 


Trencher digs 4 ft 
deep and 12 in. wide 
Circle 16 on Readers’ Service Card 
A new self-propelled trencher 
(GEC 210) weighing 1460 lb, digs 
depths of 214, 4%, and 51% ft and 
widths of 4, 6, 8, 10, and 12 in. The 
heavy-duty conveyor deposits dirt 
on either side of the trench and 
can be installed within 60 sec. A 
control handle operates its hydrau- 
lic power boom lift. Arps Corp. 


Broiler unit removable 
for ease in cleaning 
Circle 17 on Readers’ Service Card 
The entire Glide-a-Matic broiler 
unit on this 36-in. Gold Star range 
(GEC 240) can be removed for 
washing. Accurate low oven tem- 
peratures between 140 and 250 deg. 
are maintained with the Red Wheel 
Lo-Temp control. Magic Chef. 


Light colors highlight 
popular-size gas heaters 
Circle 18 on Readers’ Service Card 
On these gas heaters (GEC 420) 


front and side panels are light 
beige and top grille and panel edges 
are light brown. They are avail- 
able in 30M Btu, 50M Btu, and 
65M Btu. Finished in dark brown 
porcelain enamel. Locke Stove. 
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Warm air furnace adapts 
to air conditioning 


Circle 19 on Readers’ Service Card 


Designed for alcove and closet in- 
stallations, this new warm air fur- 
nace (GEC 420) measures 18 in. 
wide and is produced in up- or 
downflow style. It features a full- 
capacity belt-driven blower with a 
¥, hp motor suitable for air condi- 
tioning adaptation. Insulated with 
spun glass. Majestic Co. 


Two-way radio speaker 
gives higher sound level 
Circle 20 on Readers’ Service Card 
A new 10-watt speaker for two- 
way radio uses 90 per cent less bat- 
tery power than 5-watt units. The 
speaker (GEC 140) weighs 3 Ib 
8 oz and can be hung on the car’s 
window so messages may be heard 
outside. General Electric. 


Valve gives precise 
blowdown control 
Circle 21 on Readers’ Service Card 


Where maximum pressure is 300 
psi, this new safety relief valve 
(GEC 820) provides precise blow- 
down ring control for gases, va- 
pors and liquids. Made of stainless 
steel, the one-piece valve eliminates 
waste and corrosion. Farris Eng. 


Engines available with 
LPG fuel system 
Circle 22 on Readers’ Service Card 


LPG fuel systems are available 
on two new trucks (GEC 100). 
One is rated at 49,000 lb gvw, the 
other, 39,000. Featured is Inter- 
national’s bogie with air-operated 
power divider differential lock. 
Both have 6-cylinder engines rated 
at 182 hp. International Harvester 
Co. 


Slim heater reduces cost of 
installation 90 per cent 

Circle 23 on Readers’ Service Card 

Slim and finished in two-tone 
decorator colors, this new heater 
(GEC 420) lowers installation costs 
90 per cent. Factory assembled 
vent is inserted through-the-wall, 
eliminating chimneys and duct- 
work. H. C. Little Burner Co. 


Multi-purpose heating unit 
burns either fuel oil or gas 
Circle 24 on Readers’ Service Card 
A new dual-fuel unit (GEC 420) 
designed as a central furnace, unit 
heater, or duct furnace can be in- 
stalled for up, down, or horizontal 
flow. Industrial air conditioning 
can be added. Either No. 2 fuel 
oil or gas is burned. Lennox Ind. 


83 





*Pre-Vent” 
by TEMCO 


America’s most beautiful, 
most wanted, most practical 
thru-the-wall gas heater 


Here’s why: 


STYLE-—for today’s finest homes 
—gleaming cabinet of handsome, 
contemporary design. 


OUT FRONT CONTROLS-— 
easy access to the finest in con- 
trols, Minneapolis-Honeywell. 


CERAMICLAD HEAT Ex: 
CHANGER—a TEMCO exclu- 
sive—warranted against rust and 
burn-out—standard equipment 
on the “Pre-Vent” 


SAFE—hermetically sealed—no 
flue or chimney needed—uses 
only outside air for combustion. 


PROFITABLE-—dealers report 
less service calls on the TEMCO 
“Pre-Vent” than on any other 
thru-the-wall gas heater. 


and you sell everybody! 


TEMCO, inc. 


NASHVILLE 9. TENNESSEE 


] , 0 Ld f ? AL 4 
Goes Heat MQ POCA Kot Che NAON 
J 7 ¢G 


Mail this coupon for name of your nearest 
TEMCO distributor! 


TEMCO, Inc., Dept. BP, Nashville 9, Tenn. 


NAME 





STORE 





ADDRESS 





CITY & STATE 














ki ONS: ot 
Built-in oven has no- 


| button relighting system 


Circle 25 on Readers’ Service Card 


Features of this new 18-in. built- 
in oven are: recessed control panel 


| with no exposed oven vent; a no- 


button automatic pilot lighting 
system; an oven control which 
keeps food warm at temperatures 
of 140 deg.; a “roastender” which 
buzzes and turns oven off at se- 
lected temperature; and a triple 
split rotisserie. Tennessee Stove 
Works. (GEC 240). 


| Self-contained heater supplies 


180-deg. sanitizing water 
Circle 26 on Readers’ Service Card 
A new large size instantaneous 
booster water heater (GEC 860), 
with 40-gal. capacity and 135-gph 
reheat capacity at 100 deg. rise, 
carries a full five-year warranty. 
It is a completely self-contained 
water heating system. When 
equipped with a mixing valve it 
simultaneously supplies 180 deg. 
sanitizing water and 140 deg. gen- 
eral purpose water. Day & Night. 


Hose flexibility 
increased 30 per cent 
Circle 27 on Readers’ Service Card 
Flexibility is improved 30 per 
cent in the new “Flexwing” tank 
truck hose and water suction hose 
(GEC 430). Ease of handling and 
safety are also assured by specially- 
placed spiral wire and textile braid. 
Goodyear Tire & Rubber Co. 


| For further information use Readers’ Service Cards on pages 81, 82 
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FREE LITERATURE | 


Duct furnace blower units 
Circle 28 on Readers’ Service Card 


Two Reznor K series packaged 
blower units—K1, with one blower 
and K2, with two blowers—are de- 
signed to match Reznor’s gas-fired 
duct furnaces. Brochure includes 
performance data tables and 
sketches. Reznor Manufacturing 
Co. (GEC 410). 


Monthly weather forecast 
Circle 29 on Readers’ Service Card 


A monthly weather forecast, pro- 
duced by Weather Trends Inc., is 
distributed free to the LPG field 
as a complimentary service of Lee 
Cylinders Division of Golay & Co. 
Inc. The Weather Reporter is sug- 
gested for use as a sales aid in 
planning for air conditioning and 
heating sales programs. (GEC 
550). 


Pipe identification kit 
Circle 30 on Readers’ Service Card 


A free kit is offered to mainte- 
nance and safety personnel to aid 
in planning a standardized system 
for identifying pipe. Included are 
a six-page planning guide, speci- 
fications and five-year guarantee de- 
tails. W. H. Brady Co. (GEC 500). 


Protective coating brochure 
Circle 31 on Readers’ Service Card 


How “Fence-Bond” paint, applied 
directly on rust, stops rust action 
and provides complete protection of 
chain-link fence is described in a 
four-page brochure. Description 
and prices of many more coatings 
are included. (GEC 610.) Skybryte 
Co. 


Brochures on three ranges 
Circle 32 on Readers’ Service Card 
Three pieces of literature on 

Caloric Appliance Corp.’s 20, 30, 

and 36 in. “Deluxe” gas ranges 

(GEC 240) show photographs, 

specifications and new features. 

Also outlined is the Beatrice West 

color-planning service available 

free to homemakers upon purchase 
of a range. 


Portable orchard heater 
Circle 33 on Readers’ Service Card 


A portable orchard heater, the 
‘“theat-mobile,”’ which has been in 
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“We licked 

the freeze-up 
problem in 
19,300 LP-Gas systems with Du Pont Methanol” 


... says K. H. Dickson, President, 
The Uregas Companies, Moberly, Missouri 


“Just one-half gallon of Du Pont Methanol per 500 
gallons LP Gas—that’s how we lick the old freeze-up 
problem,” continues Mr. Dickson. ‘Du Pont Methanol 
keeps our lines and containers free from moisture .. . 
our customers’ systems free from trouble. And when 
you've got 19,300 customers, that’s a lot of costly 
service calls you won’t have to make.” 

For one customer or 19,300, you can rely on the 
quality and uniformity of Du Pont Methanol to protect 
your LP Gas. It’s 100% volatile, water-soluble, does 
not react chemically with gas. 


UR GAS) 


Howard Weatherford of Uregas pours Du Pont Methanol into storage tank. Only one half 
gallon is required to protect this 500-gallon storage tank against hydrates and icing. 


Let Du Pont Methanol eliminate your freeze-up prob- 
lem. You need only 5 to 10 gallons per 10,000 gallons 
gas. Your Du Pont Agent listed below is ready to give 
you prompt, reliable service. 


Purity Exceeds 
Non-Volatile Content 
Water Content 


TYPICAL ANALYSIS 


REG. U.5, PAT. OFF. 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


For fast, dependable service—contact your local Du Pont Methanol Agent 


ARIZONA 
Phoenix 
CALIFORNIA 
Los Angeles 
San Diego 
San Francisco 
COLORADO 
DONE 65s ences choasdarnc Braun-Knecht-Heimann Co. 
FLORIDA 
Jacksonville Apperson Chemical, Inc. 
Miami Biscayne Chemical Labs., Inc. 
PUL vise Cecwebeddedvendian ....Lenfestey Supply Co. 
Lenfestey Supply Co. 
Miller-Lenfestey Supply Co. 


Braun Chemical Co. 


sececsivevene. Braun Chemical Co. 
Braun Chemical Co. 


GEORGIA 

eee Sabueacnsanbehes Chemical Services, Inc. 
IDAHO 

DOs xc nncctuceces benepemads Van Waters & Rogers, Inc. 
ILLINOIS 

REE, 6 iss cosnvevstnes 
Chicago 

INDIANA 

Ft. Wayne 

Indianapolis 

IOWA 

Des Moines. ...s.ese0 
KANSAS 

Wichita. .....seee0 
Wichita 

KENTUCKY 
Louisville 
LOUISIANA 

Lafayette 

New Orleans 


eeeeeeees-Phillips & Martin Co. 
Central Solvents & Chemicals Co. 


Hoosier Solvents & Chemicals Corp. 
Hoosier Solvents & Chemicals Corp. 


Miller Chemical Co. 


eeeee---McKesson & Robbins Inc.* 
Universal Motor Oils Co., Inc. 
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MARYLAND 
Baltimore 


MASSACHUSETTS 


Leidy Chemicals Corp. 


Howe & French, Inc. 
Borden & Remington Co. 
Eastern Chemicals, Inc. 
METROPOLITAN NEW YORK 
CPIIOE, Fie inch ceveboonnccccvés Stoney-Mueller, Inc. 
MICHIGAN 


MINNESOTA 
St. Paul Lyon Chemicals, Inc. 
McKesson & Robbins, Inc.* 
c/o Union Transfer & Storage Co. 
NemROe GI. i sins dice eden ..McKesson & Robbins, Inc.* 
Missouri Solvents & Chemicals Co. 
Missouri Solvents & Chemicals Co. 
Springfield........ aeuahus vcks McKesson & Robbins, Inc.* 
c/o General Warehouse Corp. 
NEBRASKA 
eee ecevccoescoovecesess Miller Chemical Co. 
NEW JERSEY 
8 ae pe rere Stoney-Mueller, Inc. 
NEW MEXICO 
Albuquerque 
NEW YORK 
Albany 
Binghamton 
Bu ffalo 
Johnstown 
New York 
Rensselaer 
Syracuse 


Braun Chemical Co. 


Eastern Chemicals, Inc. 

. Collier Chemicals, Inc. 

Buffalo Solvents & Chemicals Corp. 
S. H. Ireland Chemical Co. 
Stoney-Mueller, Inc. 

Eastern Chemicals, Inc. 

...- Eastern Chemicals, Inc. 


NORTH CAROLINA 
Durham 

OHIO 

Cincinnati 
Cleveland 
WR boca sevens 
OKLAHOMA 
Oklahoma City Ward Chemical & Supply Co. 
TUR at ecsckicueat nae Ward Chemical & Supply Co 
OREGON 
Portland 
PENNSYLVANIA 
Pittsburgh 
RHODE ISLAND 
Providence 
TENNESSEE 
Memphis 
Nashville 

TEXAS 


Cardinal Products, Inc. 


Amsco Solvents & Chemicals Co. 
Ohio Solvents & Chemicals Co. 
-«++..-T0ledo Solvents & Chemicals Co. 


Van Waters & Rogers, inc. 
Vitro Manufacturing Co. 
Borden & Remington Co 


Chapman Chemical Co. 
Chapman Chemical Co 


Texas Solvents & Chemicals Co. 
Van Waters & Rogers, Inc. 
Braun Chemical Co. 
Texas Solvents & Chemicals Co. 
Van Waters & Rogers, Inc. 
UTAH 
Salt Lake City 
Salt Lake City 
WASHINGTON 
Seattle 
Spokane 
WISCONSIN 
Chippewa Falls 
La Crosse 
Milwaukee 


Braun-Knecht-Heimann Co. 
Wasatch Chemical Co. 


Van Waters & Rogers, Inc. 
Van Waters & Rogers, Inc. 


cin Lyon Chemicals, Inc. 

Wisconsin Solvents & Chemicals Corp. 

Wisconsin Solvents & Chemicals Corp. 
“Barada & Page Branch. 
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GEARED FOR ACTION! 


Sound like a play on words? Not 
on your life! The gears in every 
Smith LPG pump provide the 
longest wear under difficult con- 
ditions. Precision-made to handle 
very thin liquids (LPG is 10 
times thinner than water), they 
are unusually strong and tough. 
Even a file will hardly mark these 
super-hard gears made of spe- 
cially developed materials. 


Designed exclusively for LPG service, 


Smith Pumps offer these additional built-in features: 


Special Balance Design: center pump gear is surrounded by 





two to four idler gears. 


Shoft Rotates in Either Direction: two-way operation allows 





piping to be installed in most convenient manner. 


Patented Mechanical Shaft Seal: self-adjusting packing re- 





quires no lubrication or servicing. 


Longest Service Life: superior materials developed especially 





for LPG pumps give longer wear. 


There’s a Smith pump for every LPG service requirement: for 





small, medium, or large volume transfer work, combination 
pumps, truck pumps, high capacity heavy-duty pumps, and 


‘ special pumps. 
Z MITH MUrray 2-2293 or MUrray 2-269! 
Qy)rnrcision PRODUCTS COMPANY 


1135 MISSION STREET, SOUTH PASADENA, CALIFORNIA 
Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla. 
Western States Distributor: Teeco Products, Inc., 3920 West Burbank Blvd., Burbank, California. 
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Keep Up with L. P. gas 
Developments Each Month BUTANEP ANE 
by subscribing to COS 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


[] Check herewith C Bill me [1 | year $2.00 [] 2 years $3.00 





Free literature 





use for three years, is described in 
a three-color brochure. Testimo- 
nials of growers are included as 
well as specifications and a diagram 


| showing how to heat an orchard. 
| The heat-mobiles are effective in 


fruit orchards and in protecting 
young, low-growing plants. Robin- 
son Blower & Engineering. (GEC 
001.) 


| Why and when to change oil 


Circle 34 on Readers’ Service Card 
The costly practice of using oils 
after they have lost their ability to 
perform properly is described in a 


| four-page report entitled “How to 


Select the Proper Motor Oil Drain 
Interval for Automobiles.” It points 


| out why motor oil needs changing 
| and explains driving conditions 
| which further the need for chang- 
| ing oil. Lion Oil Co. (GEC 450.) 


| Gas combustion, control data 


Cirele 35 on Readers’ Service Card 
An eight-page catalog, describ- 


| ing gas combustion and control 


equipment, folds out to show all 
burners and mixers on one face, 
blowers and accessory items on the 


back. It may be put into a binder 


for convenience. Each item is iden- 


| tified so the complete data sheet on 
| any product can be ordered (GEC 


080). Bryant Industrial Products 


| Corp. 


Clothes dryer applications 
Circle 36 on Readers’ Service Card 


A 32-page booklet entitled “When 
Is a Dryer More Than a Dryer?” 
illustrates myriad clothes dryer ap- 
plications (GEC 120). The book- 
let carries 18 photographs of nor- 
mal and unusual gas dryer applica- 
tions. Norge Div., Borg-Warner 


| Corp. 


_L. P. gas regulator film 


Circle 37 on Readers’ Service Card 


A new sound and color film (GEC 


| 700) covers “Essential Elements” 
| and “Care and Feeding” of LPG 


regulators, through the use of car- 


| toons and diagrams. Running time 


of the film is 35 minutes. It fits 
a 35mm projector with 33 1/3 rpm 


| record player. Fisher Governor Co. 
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OPERATING AN | Build loads with 
L.P. GAS Business | metered service 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


. Problems of Management 
- Bulk Plant Design and Operation 


Fuel Transfer with Pumps & Compressors 
. Servicing Domestic Appliances 
Consumer Bulk Systems 

Selling 

. Commercial Applications 

. Industrial Applications 


Farm Applications 


cena 
oO 
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| sci Brooding and Incubating Am E R I CAN ® 


Town Plants 


Available separately or as a set WC-45-L] G 


poases-===== ORDER FORM ------------- METERS 
BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 
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Attractive welded steelcase meters provide ideal me- 
tered service for average LP-Gas loads. Quality con- 
struction assures years of accurate measurement at 
lowest maintenance cost. 


Please send me, postpaid, the booklets ordered below. 


| enclose $ in full payment. 
(In California add 4% sales taz.) 


[_] Complete set of 12 


e internal, counter-type, tamper-proof index 
e removable soldered top 

¢ bellows-type, molded Duramic diaphragms 
e one-piece Nylon valve guides 

e impact-resistant plastic index box cover 

e handy wall-mounting lugs 

e synthetic grommet-type flag rod seals 

e oil-impregnated porous bronze bushings 


INDIVIDUAL BOOKLETS 


[] No. 1—$1.00 C] No. 

C] No. 2—$1.00 [] No. ‘ 
—] No. 3—$1.00 C] No. 50 
[] No. 4—$1.00 [] No. 10— .50 
[1] No. 5—$1.00 C] No. 11—$1.00 
C] No. 6—$1.00 


Rated capacity 45 cfh propane and 40 cfh butane at 42-inch 
w.c. differential—5S psi working pressure~'%2-inch F.P.T. 
connections — shipping weight 8 Ibs.— FOB Philadelphia. 


(@p) Amenicsn 


IMNCOMPOHATED FESTABLISMED 18368 


General Offices: Philadelphia 16, Pa. 
Sales Offices in Principal Cities 


SEPTEMBER, 1960 








EVERYONE'S A CUSTOMER 
FOR A DEARBORN 





“What a lure!” 


No one can resist the beauty... the 
charm . .. the downright heating 
comfort of a new Dearborn. Your 
‘regular” customers, too, are certain 
to buy when you show them a few 
of Dearborn’s great heating features. 
The Dearborn Control Center, for 
example . . . assures complete heat 
control and greater operating econ- 
omy because it activates the Thermo- 
thrust Blower exactly as the user 
desires. Another reason Dearborn 
is the top heating value on the 
market today. 


CONTROL CENTER Do 


Push-button con- 
trols activate the 
most powerful 
blower in the 
industry. May be 
used for summer 
os well. With 
Dearborn, it's a 
‘set it and forget 
it’ operation. 


The Dearborn Regency is the world’s 
finest gas area heater. Lower, longer 
and loaded with sell-on-sight appeal! 


“Dearborn 
Get details of Dearborn’s clean-cut selling 


policy from any of these regional sales 
offices: Atlanta, Chicago, Dallas, Los 


Angeles, San Francisco, 
1960 Dearborn Stove Co., me) 














Tax reform sure with 
Democrats or Republicans 


Whether the Democrats or Re- 
publicans win in November, tax 
reform is a sure thing. 

Both parties now call for tax 
changes to stimulate economic 
growth. This may mean tax cuts 
for the general public. President 
Eisenhower’s announcement that 
the government had a $1.1 billion 
budget surplus for the year ending 
June 30 seems to add fuel to the 
tax-cutting fire. 

Campaign platforms may be mis- 
leading, however. A bitter election 
battle will result in sharp increases 
in government spending. To fulfill 
campaign promises, tax increases 
are more likely than tax cuts. 

The Republicans, no doubt, will 
try to liberalize depreciation rules 
on business equipment. They hope, 
too, to reduce individual taxes in 
the top brackets, and revise tax 
subsidy rates enjoyed by coopera- 
tives. But Republicans are promis- 
ing better defense and more 
foreign aid. Both cost money. 
Money is most likely to come from 
higher taxes. 

Democrats say the man in the 
lower bracket should get any tax 
cut benefits. But they are more 
interested in closing so-called “tax 
loopholes.”” Closing loopholes will 
mean tightening of businessmen’s 
expense account write-offs, a tax 
on dividends and interest, collect- 
ing billions of tax dollars owed but 
not collected, and others. 


Federal government could 
control LPG shipments 


Tighter federal regulation of 
private shipments of dangerous 
articles, including L.P. gas, was in 
a nip-and-tuck battle as Congress 
wound up its pre-convention ses- 
sion. 

The measure would affect all 
shipments of L.P. gas over the 
road by dealers, jobbers, and pro- 
ducers—if they meet the compli- 


I, (@ { 1 
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cated test of being “in interstate 
commerce.” 

At present, privately-owned 
trucks hauling dangerous articles 
are immune from most federal 
regulation. The drive to broaden 
federal coverage was touched off by 
the explosion of a private dynamite 
truck in Roseburg, Ore., last year. 

Major changes the _ proposal 
would make include: subjecting 
private carriers to the same penal- 
ties as common carriers (fines up 
to $10,000 and five years imprison- 
ment compared with $100 fines 
now); strengthening the power of 
the Interstate Commerce Commis- 
sion to police private shipments of 
dangerous articles; lightening the 
burden of proof necessary for con- 
viction of violations; and strength- 
ening the role of state and local 
authorities in policing the act. 

Spokesmen for the Compressed 
Gas Assn. opposed the legislation 
during congressional hearings as 
unnecessary, disruptive, and creat- 
ing conflicting enforcement pat- 
terns. 

Meanwhile, the ICC took under 
study a petition from four railroad 
unions asking for a new study of 
grade crossing accidents involving 
tank trucks. They say that present 
laws should be tightened to prevent 
collisions between trains and trucks 
hauling dangerous articles. 

Spokesmen for the National 
Tank Truck Carriers replied the 
study was unnecessary, citing new 
figures showing petroleum tank 
truck carriers have a better-than- 
average safety record of .34 ac- 
cidents for each 100,000 miles, 
compared to the truck industry 
average of .37. 


Uregas purchases 
Whiteley-Milliken 


Uregas Companies has recently 
purchased the Whiteley-Milliken 
LP-Gas Co. Inc. of Columbia, Mo. 
Former owners of Whiteley were 
Charles Milliken, president; Fred 
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Kenneth H. Dickson, president of Uregas 
Companies, hands a check to Charles Mil- 
liken (1.) in payment for the Whiteley- 
Milliken LP-Gas Co. Inc. 
Uregas comptroller J. W. Branson. 


Standing is 


Whiteley, vice president, and Mrs. 
Charles Milliken, treasurer. 
Included in the purchase were 
the 18,000-gal. propane bulk plant 
and bottled gas filling station 
north of Columbia, 1400 bulk and 
bottled gas customers, seven ve- 
hicles, accounts receivable and the 
inventory of LPG appliances and 
equipment. 


Uregas now has 24 bulk plants, 
operating in 90 counties in eastern 
Missouri and western Illinois. 
These plants serve approximately 
80,000 L. P. gas customers either 
direct or through the 238 author- 
ized Uregas dealers in the area. 


Temco to celebrate its 
two-millionth space heater 


The two millionth Temco gas 
space heater will be manufactured 
on Sept. 6: In celebration of this 
milestone in its history, Temco will 
hold a week-long celebration with 
the theme “Temco Thanks Nash- 
ville.” A unique departure from 
the usual approach of stressing the 
importance of an industry to its 
home community, Temco and its 
550 employees are going to tell the 
people of Nashville what Nashville 
has meant to Temco. 

Emphasis will be placed on the 
fact that Nashville, through its in- 
dustry and business and its fine 
supply of skilled and _ unskilled 
labor, has provided Temco with 
most of the material and person- 
nel to reach this milestone. 

A highlight of the Temco Thanks 
Nashville celebration will be an in- 
dustrial show featuring products 


of local Temco suppliers. Temco 
will install a large “circus” tent 
on its parking lot and invite cer- 
tain of their suppliers to set up 
displays of their products. 

The general public will be in- 
vited. These display spaces are of- 
fered free to the suppliers. In addi- 
tion Temco will have open house 
with conducted factory tours. The 
show and open house will last for 
one week. 

In addition the Nashville Ten- 
nessean, Nashville’s morning and 
Sunday newspaper, will publish a 
special section on Temco on Sun- 
day, Sept. 4. There will be full 
color photographs of scenes at 
Temco and the entire section will 
be devoted to “stories” on Temco. 

The Governor of Tennessee, Bu- 
ford Ellington, the Mayor of Nash- 
ville, Ben West, and Wister H. 
Ligon, president of AGA, have been 
invited to participate and will help 
build the 2,000,000th unit. 

In carrying out its theme of 
Temco Thanks Nashville, Temco 
will donate to the Nashville Cham- 
ber of Commerce a group of gas 
lights which will be installed out- 
side the beautiful new Chamber of 
Commerce building. A ceremony 
will be held there with F. Donald 





rust-proof 


No worry about hidden rust spots! Enterprise is all- 
porcelain, inside and out! Mar-proof! Scratch- 
proof! Acid-resistant! Extra durable! 


Backguards with interchangeable colors! 
One piece, “Uni-Weld” construction! 

Same top quality construction . . . all models! 
FREE FLOOR PLAN! 


Generous co-op advertising! 
((_ fatononise Y Get full details on the Enterprise range line 
4c 


. your money-maker with the features 
that SELL! Write for new 1960 catalog! 


ENTENNIALY 
Lnttime otaety , Stet, 





PHILLIPS & BUTTORFF 
CORPORATION 


— Nashville, Tennessee ... Since 1858 | 
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e Conversion Parts 

e Meter Components 

e Drills & Drill Cases 

e Testing Thermometers 


Bex Fy o Oven Testing Pyrometers 


e Taps & Reamers 
e GRIPSO Pliers & Wrenches 
e Ratchets & Sockets 


M/W Cylinder Trucks 


' e YEATS Appliance Dollies 


e Dies & Die Holders 

e PAPCO Flaring Tools 

e PAPCO Cutoff Tools 

e GRIFFOAM Leak Detector 
e “U” Gauges 

Custom-Fit Appliance 
Pads & Covers 
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Hart, president of Temco, making 
_ the presentation. 
Also Temco will furnish a bro- 
| chure commemorating this event 
and designed to show what Nash- 
ville can mean to any industry lo- 
cated in its vicinity. These will be 
distributed nationally. 


All of this will tie in with Tem- 
co’s “National Temco Month”’ cele- 
| bration to be held across the United 
States and Canada. During Na- 
tional Temco Month Temco dealers 
everywhere are offering free aprons 
to the consumers just for coming 
in to see the Temco line. Purchas- 


| ers of Temco equipment will re- 


| 
| 
| 
| 





ceive free blankets. During this 
promotion over 10,000 blankets will 
be given away. 

Temco distributor salesmen are 
competing for free automobiles and 
trips to the Temco plant. 

Temco Inc. was organized in 
September 1921. During the first 
few years the company primarily 
was engaged in jobbing work, 
furnishing finished parts to local 
stove manufacturers. In 1932 
Temco began manufacturing gas- 
fired space heaters. A few years 
later gas-fired floor furnaces and 
wall furnaces were introduced and 
more recently central heating 
equipment was added to the Temco 
line. In October 1958 the Magic 
Chef line of gas and oil space 
heaters was purchased. On April 

| 1, 1959 the company acquired a 
| facility that does precision machine 
work for missile manufacturers. 


November 1960 brings 
natural gas to Alaska 


Residents of Anchorage, Alaska 
will receive natural gas by Novem- 
ber 1960, when a $17 million pipe- 
line and distribution system goes 
into operation. Residential and 
commercial consumers have been 
using bottled gas service. 

Completion of a_ transmission 
line approximately 80 miles long 
built by Alaska Pipeline Co. will 
link Anchorage with wells dis- 
covered last year on the Kenai 
Peninsula. The $12.8 million pipe- 
line will have a daily capacity of 
71 million cu ft without compres- 
sion. Anchorage Natural Gas Corp. 
is completing a $4 million distribu- 
tion system to serve Anchorage 
and the Public Utility District of 
Spenard. 


FTC settles price 
discrimination case 


The dispute between General 
Natural Gas Corp., Monticello, N. 
Y., its subsidiary, Sungas Products 
of Pennsylvania Inc., Scranton, and 
the Federal Trade Commission has 
been settled. The FTC approved a 
consent order prohibiting the com- 
panies from charging different 
prices to ccmpeting customers. 

Stating that some of the favored 
and unfavored customers compete 
with each other in reselling the 
gas, the FTC complaint charged 
that these price discriminations 
may have substantially lessened 
competition or tended to create a 
monopoly. 

FTC pointed out that the agree- 
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Ugite Gas Inc., Malvern, Pa., is combining two of the best elements of the 
AGA and the LP-Gas Council promotion by emphasizing the “Living Pleasure” 
provided by L. P. gas. Note how the full-color, hand-painted display departs 


from most transport truck advertising. 


Interest and favorable comment has 


| encouraged Ugite to paint other transports in its fleet utilizing this same idea. 
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ment is for settlement purposes 
only and does not constitute an ad- 
mission by the respondents that 
they have violated the law. 


Zenith LPG school 
starts September 19 


Zenith Carburetor Div. of The 
Bendix Corp. will start fall sessions 
of the Zenith Factory LPG school 
Sept. 19. Except for the week of 
Nov. 21, a new class begins each 
Monday until the end of November. 
Each week-long course covers in- 
struction in engines, carburetion, 
installation, safety and sales. On 
completion of the course students 
are supplied a set of technical man- 
uals. 

Registration fee is $15. For 
further information and applica- 
tions write Zenith Carburetor Div., 
Detroit, Mich. Classes are limited 
to 15 students and applications are 
accepted on a “first-come” basis. 


Circulating heat oven 
receives AGA approval 


The Keating Wimco oven recent- 
ly received approval from the 
American Gas Association Labora- 
tories. The Wimco is a circulating 
heat oven that has set new records 
for roasting meat and for baking. 

In field tests the oven reduced 
meat shrinkage from 624 to 10 
per cent, saving the entire pur- 
chase price and installation cost 
within two weeks. It bakes yeast 
raised rolls in seven minutes and 
sheet or layer cakes between 12 
and 15 minutes. 

The AGA Laboratories, the Na- 
tional Restaurant Association Re- 
search Committee and the Navy 
Development Facility at Bayonne, 
N. J. all contributed to the produc- 
tion of the Wimco oven. 

The oven was unveiled at the 
National Restaurant Convention ir 
May 1959 and has since awaited 
AGA approval. It is now available 
under natural gas and L.P. gas 
requirements. 


Tuloma sales engineer 
presented Jaycee award 


M. Julian Norris, 30-year-old 
sales engineer for Tuloma Gas 
Products Co., Tulsa, was recently 
named one of the five outstanding 
first-year Jaycees in the nation. 
He was presented the award at the 
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recent annual national convention 
of the Junior Chamber of Com- 
merce in St. Louis. 

Selection was based on the in- 
dividual’s knowledge and participa- 
tion in the Jaycee’s civic and com- 
munity projects. Norris, a member 
of the Tulsa chapter, previously 
won local and state competitions. 

In his first year of membership, 
Norris served as chairman of two 
civic committees, was active in the 
state organization and elected to 
the board of directors of the Tulsa 
chapter, the fifth largest in the 


Skelgas demonstrates at 
radio station celebration 


When radio station KMMO, 
Marshall, Mo., staged its 11th an- 
niversary celebration, Skelgas was 
chosen to participate in a special 
cooking school. The local Skelgas 
distributor, Jackson Appliances, 
has been an advertiser on KMMO’s 
women’s program for over il 
years. 

More than 850 homemakers at- 
tended cooking demonstrations per- 
formed on Skelgas ranges held in 
the station’s Mary Lou Theater. 











~ PUMPS 
Tg 
WEIGHT 


SECOND 


Here’s the pump that 


profit-conscious transporters have 

wanted for years. It’s Blackmer’s 

new aluminum Model TLG4—gallon for gallon, 

the lightest LPG pump ever built. Total weight — 

just 86 lbs. Yet it unloads up to 300 gallons per 

minute— pumps its own weight in propane every four tenths 
of a second! You save two ways—a bigger payload and less 
turn-around time. We make the same pump in nodular iron 
for equally fast transport loading. Get the full story. 

Write for Blackmer Bulletin 500. 


om “liquid materials handling"® equipment 


“BILAC “ME =-R liquefied gas pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 
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BEAUTY AND 
COMFORT 
INSURANCE 


ee 
Ui 

Set the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you'll 
agree “it’s at home in any home” 
—with any furnishing decor. 
It’s Armstrong beauty that closes 
sales and rings your cash register. 
AGA Approved—Sizes 15M to 30M 
btu—Finest drill port, cast burner 
—Optional controls. 
Beautifully finished in durable, dark 
tan “Mochatone” enamel and gold 
silicone enamel expanded metal 
front. 
Write or wire for information on a 
truly complete line, 8,000 to 70,000 
btu’s, vented and unvented. 


Armstrong Products Corp. 
Huntington 12, W. Va., Tel. JA 3-0165 


Ne 


METER : 
BRIDGEPORT 1, CONN. 


35 SOUTH AVE. 
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The chefs were Skelgas district 
salesman, W. E. Phares, KMMO 
women’s program director, VanCiel 
Blum, and Wayne Ferrin, Horman 


| Packing Co. 


Potter nominated 
for AGA presidency 


Lester T. Potter, president of 
Lone Star Gas Co., Dallas, has 
been nominated for president of 
the American Gas _ Association. 
Elections will be at the AGA’s 
42nd annual convention. 

Currently first vice president of 
the association, Potter is among 
31 executives from the gas industry 
nominated to serve as officers, di- 
rectors and Section chairmen for 
1961. 

Nominated for first vice presi- 
dent is Edward H. Smoker, presi- 
dent, The United Gas Improvement 
Co., Philadelphia; for second vice 
president, John E. Heyke, presi- 
dent, The Brooklyn Union Gas Co., 
Brooklyn; for treasurer, Charles 
H. Mann, treasurer, The Columbia 


Gas System Inc., New York. 


LP-Gas Council revises 


| two sales aids folders 


Two new folders, one describing 
“loads of power” on the farm and 
the other “living pleasure” in the 
home, have been released by the 
National LP-Gas Council as dealer 
sales aids for members. 

The blue living pleasure folder 


is shaped like a gas flame. It de- 


scribes the full line of LPG appli- 
ances and heating equipment, 
stressing modernity and automatic 
controls. The tractor folder, shaped 
like a tank, lists six ways a farmer 
can save money with LPG and get 
more power. 

For minimum orders of 500, the 
tractor folder is priced at 1% 
cents each, the full line folder, at 
2 cents. Imprinting and handling 
costs are provided free by the 
Council. 


LPG heats plastic 
tobacco-curing barn 


Plastic film, a petroleum deriva- 
tive, is playing a new role in 
agriculture. At Clemson Agricul- 
tural College, a clear plastic tobacco 
barn has been constructed by John 
A. Martin, associate horticulturist. 

According to Martin, the plastic 
structure has many advantages 
over the conventional type barn, 
with cost being a major factor. 

Last summer tests showed that 
aromatic tobacco of high quality 
could be obtained by curing under 
plastic, with results similar to 
those achieved by curing it in the 
sun. 

The clear plastic permits the 
ultra-violet rays to penetrate and 
reach tobacco leaves while they 
are being cured. Heating, too, is 
handled economically, by five Gas- 
tobac burners using LPG. 

The $300 barn is 12x12x12 ft 
and has a 4-in. lumber framework 
covered with a clear .008 gauge 
plastic. The building is easily con- 
verted into a greenhouse when not 
in use as a tobacco barn. 


Master Tank & Welding, Dallas, designed and manufactured this 10,300-gal. 
blimp. Gauges are recessed in the tank’s sides and the rear is completely 
enclosed. Other features include vapor proof lights, a retractable landing 
gear, fire extinguisher niche, nail guards, a removable ladder and tire rack 


and manway cover. 
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Spendthrift Farm 
converts to LPG 


Beautiful Spendthrift Farm near 
Lexington, Ky., breeding place of 
the famous racehorse Nashua, has 
gone all the way for LPG. 

Sidney Leathers, farm manager, 
became interested in L. P. gas last 
year and had one tractor converted 
on a trial basis. After a year, the 
carefully-kept performance records 
showed the superiority of L. P. 
gas. 

Spendthrift owner Leslie B. 
Combs II and Leathers gave the 
go-ahead for a complete conversion. 
Eight tractors and three Toro 
mowers with model 23 Briggs and 
Stratton engines were changed 
over to Algas by Kentucky Ignition 
Co., Lexington. 

Spendthrift stores the LPG in a 
1000-gal. tank on the farm and is 
supplied by Dick Jett of Lexington. 

Leathers is “tremendously im- 
pressed” and states: “When we can 
add engine life, we don’t care about 
the age of the vehicles. It is ex- 
tremely important for me to retain 
the usefulness of an engine. The 
long life made possible by this con- 
version has completely sold me!” 

The farm manager points out 
the drop in oil consumption, fuel 
pilferage and maintenance and up- 
keep as three vital advantages of 
LPG. 





[NEWS BRIEFS 


American Home Laundry Manufac- 
turers’ Association reports that gas 
combination washer-dryer unit sales 
rose 11 per cent from May’s 2424 to 
June’s 2689. In the first six-months 
period, 23,649 units were sold. Gas 
dryer units dropped five per cent from 
24,2385 in May to 22,903 in June. In 
the first six-months period, unit sales 
rose two per cent, from 167,611 to 
170,269. 


Mark Anton, former New Jersey 
senator and principal stockholder in 
Suburban Propane Gas Corp., is em- 
barking on what is for him a new 
field. He is the directing figure in a 
$2.5 million lagoon venture called 
Skippers Cove in Waretown on Barne- 
gat Bay. It’s a 250-home development 
that ties in with Suburban’s L. P. gas 
and appliance manufacturing opera- 
tions. 


The Chilean government has re- 
cently ordered 12 semi-assembled 30,- 
000-gal. storage tanks from Master 
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| CHARLES MACHINE WORKS, INC. | 


616 B STREET + CALL COLLECT, FE 64404 + PERRY, OKLA. 
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‘POWER VENTED 


NO FLUE 
NO CHIMNEY 


SAP I I IE ORR 


ONLY Suburban NOVENT* 
AND DYNAVENT* GAS HEATERS 
Are POWER VENTED 








In fact, no other heaters have ALL these money-saving, space-saving, 
fast heat features that make Suburban NOVENT* and DYNAVENT* 
Gas Heaters your best profit-makers ... 


e Install in window or wall (like an air conditioner) ¢ Safe—burn 
no room air ¢ Automatic, with choice of built-in or wall thermostat 
© Built-in forced warm air circulation system ¢ Even heat, floor to 
ceiling and wall to wall ¢ SAVE UP TO 30% and more, in fuel costs. 
Three sizes available for all gases - 20,000 BTU - 35,000 BTU - 45,000 BTU— 
Approved by AGA, CGA, CSA, Leading Utilities and LP-Gas Marketers—Nationally 
advertised in consumer magazines 

Send for details ore > 
SUBURBAN APPLIANCE CO. (Geneon > 
Dept. BP-960 Morristown, New Jersey Sun —e 
*TM Suburban Appliance Co. 


5 
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Speedy Therm has a secret 
and... 


it'sa GASSER! 


SPEEDY THERM INC. 
1505 RACE ST., PHILA. 2, PA. 














for applying pipe dope, touch-up 
paint, leak detectors 
and similar liquids 


Sturdily constructed, leakproof, ELLISCO Brush 
Top Cans are specially designed to make it 
easier to apply pipe dope, touch-up paint, leak 
detectors and other liquids. Everyone likes 
these cans because: 

e they save time and trouble, are convenient, 
easy-to-carry, always ready for use. 

e high quality brush won't dry out when not 
in use because it remains immersed in the 
liquid. 

© brushes are firmly attached to screw caps. 


Eleven different ELLISCO Brush Top Cans are in stock 
ready for prompt shipment. Capacities are from 3 oz. 
to 1 qt. Write, wire or call for complete information. 


GEORGE D. ELLIS & SONS, INC. 


4040 N. American St., Phila. 40, Pa. 


| tributors 


| student overflow 
| commodations in June classes. 


burners. 
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Tank & Welding, Dallas. The tanks 
will leave for Chile from Longreach 
Docks, Houston. Chilean government 
engineers will assemble and erect the 
tanks upon arrival. Each tank is 112% 
in. OD. 
The 


Material Handling Institute 


| Pacific Coast Show has been booked 
| into the San Francisco Cow Palace 
| from Feb. 22-24, 
| drawing is followed by booth assign- 
| ments on Sept. 9. 
| exhibit booths are available to poten- 
| tial exhibitors. 


1961. A_ space 


More than 220 
construction 


In late July, four 


| spreads had completed 541 miles of 
| the 1800-mile Mid-American Pipeline 
| Co. LPG products pipeline. President 


John H. Williams reports that the 
firm has been awarded a contract by 
Delta Engineering Corp. (agents for 
the Alaska Pipeline Co.) for con- 
struction of 72 miles of a 12-in. natu- 
ral gas pipeline from a point on the 


| Kenai Peninsula to near Anchorage, 


Alaska. 


SUPPLIERS 


Warren Petroleum Corp., Tulsa 
is offering a “Home Heating Contest” 
to Warrengas and Gulftane LPG dis- 
tributors to increase their home heat- 
ing volume. Each contestant is re- 


| quired to complete in 25 words or 
| less the statement: 
) heat my home with Warrengas (or 


“IT would like to 


Gulftane) because ...” The dis- 
will advertise via _ radio, 
newspapers or direct mail. The win- 
ner in each distributor’s area will 


| receive a six month’s supply of War- 
rengas or Gulftane. 


Auto & Aero Supply Co. Inc., Cin- 


| cinnati, recently completed a two-day 
| school on LPG. Mechanics and sales 
| representatives from dealers and dis- 
| tributors of LPG and conversion 
| equipment attended. The extra ses- 


sions were held to take care of the 
unable to get ac- 


Sid Harvey of New Jersey has 
opened a new store to serve Red 
Bank, Long Branch and Asbury Park. 
The store, located at 22 Main St., 


| Eatontown, will carry a full line of 


replacement parts for oil and gas 
It will be managed by War- 


ren Sackett, former manager of the 
| Trenton store. 





The Skelly Oil Co., Tulsa, plans to 
build a wholly-owned gasoline plant 
five miles north of Minneola, Kan. on 
Federal Highway 283. Saleable prod- 
ucts are expected to be about 15,000 
gal. per day, including propane which 
will go to existing LPG markets. 
Construction begins about mid-Sep- 
tember. 


Eclipse Fuel Engineering Co., 
Rockford, Ill., recently moved its 
Dowtherm vaporizers and boiler ac- 
cessories to a new manufacturing 
plant in Chattanooga, Tenn. Sales 
and service facilities will also be 
headquartered at Chattanooga. 


Midland Heating & Cooling Supply 
Co., 814 W. 17th St., Kansas City, 
opened its doors July 1. The new 
wholesale firm will distribute the 
complete line of Day & Night Manu- 
facturing Co.’s residential and com- 
mercial heating and air conditioning 
equipment. A. A. Loudis, former Day 
& Night purchasing agent, is launch- 
ing the new firm. 


Construction is underway on a new 
10,000-sq ft facility for Robertshaw- 
Fulton’s Grayson Controls Div., Long 


Beach, Cal. The new structure will 
provide additional engineering space 


B Broyhill 


-jHANDI-HEATER 
Keeps Stock Tanks 


m_ ICE-FREE 
c> 
































Fits Any Tank 
Lights Quickly 
and Simply 





Stock BROYHILL HANDI-HEATERS for 
increased sales and for customer sat- 
isfaction. Operates from bottle gas. 
AGA approved Automatic Shut-Off 
and Temperature controls. Sell BROY- 
HILL Stock Tank Heaters—perform- 
ance proven on thousands of farms. 


1h GT com PANY “XCASI0" 
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Richardson storage suit 
settled for $1.5 million 


The independent executors 
of the estate of Sid W. Rich- 
ardson have made a settle- 
ment of $1,500,000 for two 
suits pending in the Federal 
Court at Amarillo. The suit, 
against Skelly Oil Co., and 
Pan American Petroleum 
Corp., involved the validity 
of a patent held by Richard- 
son covering the storage of 
LPG in underground solution 
washed salt cavities. Warren 
Petroleum Corp. and Socony 
Mobil Oil Co. Inc., intervened 
in the case on the side of the 
defendants. The owners of 
over 86 per cent of the in- 
dustry’s underground salt 
storage capacity have con- 
tributed to the settlement 
and will receive immunities 
from suit under the settle- 
ment agreement. The remain- 
ing owners of underground 
storage have 90 days in which 
to contribute to the settle- 
ment and receive like immu- 
nities. 











for the design, development and test- 
ing of new control devices for the 
gas appliance industry. The estimated 
cost of the new wing is $175,000 and 
completion is expected by late Oc- 
tober. 


Hydrotherm Inc., has enlarged its 
manufacturing space 25 per cent by 
the addition of a new wing to the 
Northvale, N. J. plant. 


Janitrol Heating and Air Condi- 
tioning held its Institute of Dealer 
Management Forum No. 7 in 14 cities 
during July and August. The forums 
highlighted plans for selling the mod- 
ernization heating market. 


Teeco Products Inc., Burbank, Cal., 
is now exclusive distributor of L.P. 
gas burners in California for Barber 
Manufacturing Co., Cleveland. Teeco 
now will distribute the “jet burner” 
units as well as atmospheric and 
power gas conversion burners. 


P<" DEALERS “Jj 


Suburban Gas, Pomona, Cal., re- 
ports sales for the fiscal year ending 
April 30 as $15,310,928, a 35 per cent 
gain over last year’s $11,378,979. Net 
profit was $1,766,449 compared with 
$1,069,238 last year. After preferred 
dividend earnings were equal to $1.44 
a share based on 1,193,682 common 
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shares. Last year earnings based on 
1,178,852 common shares were 8&6 
cents per share. 


Superior Propane Ltd., Toronto, 
Ont., reports that for the period end- 
ing May 31, bottled gas installations 
jumped 46 per cent over last year. Net 
profit rose to 38 cents a share, com- 
pared to 35 cents per share for the 
1959 period. 


General Gas Corp., Baton Rouge, re- 
ports an increase of 17.8 per cent in 
LPG sales during the first five months 
of this year. Total sales for the period 
ending May 31 reached 52,483,890 gal. 
as against 44,528,319 gal. for the 
same five months last year. 


A group of independent L. P. gas 
men recently bought the Miller Rural- 
gas Co., Vandalia, Mo. The company 
name will be changed to Vandalia 
Heet Gas Co. The new owners are 
Homer Phillips, Dean Phillips and 
Joe Murfin of the Heet Gas Co., 
Lewistown, Mo., and Bill Stock and 
John Norris of Cylindro Gas Co., 
Quincy, IIl. 


National Propane Corp., New Hyde 
Park, N. Y., acquired the L. P. gas 
distribution business of an El Paso 
Natural Gas Co. subsidiary. The new- 
ly purchased company is in the “four 
corners” area of New Mexico, Utah, 
Colorado and Arizona. The transac- 
tion involves El] Paso’s wholesale, in- 
dustrial, commercial and retail busi- 
ness. 


Five Thermogas salesmen from 
Iowa are winners of the company’s 
annual Sales Managers’ Award. The 
awards were presented to those doing 
an outstanding job of selling LPG ap- 
pliances and Thermogas bulk systems. 
Recipients of the awards are: Burt 
Burton, Charles City; Melvin Kent, 
Waterloo; Theo Bailey, Fairfield; 
Merle Thompson, Algona; and Ber- 
nard Johnson, Jr., Shenandoah. 


Cotton Butane was recently opened 
in Espanola, N. M. The new company 
will handle all major appliances and 
bottled and domestic service. 


Brilliant Fire 


is years ahead 





NEWEST HEATERS 
IN AMERICA 


Vent- -magic 


Sealed Heating 


Consumer Approved 
Packaged Heating 


Sells like magic, because it heats 
like magic. That’s Vent-O-Magic 
the dramatically different wall 
heater. Slashes installation time— 
requires no ductwork or chimney. 
Completely sealed exchanger; burnt 
gases cannot enter room. 

True packaged heating. No extras 
to buy. Completely assembled by 
skilled factory technicians. Mini- 
mum service assures highest profits. 

The exclusive Magic Vent liter- 
ally breathes through the wall for 
safe, quiet, comfortable heating. 
Fully A. G. A. approved—even for 
24” wall installation with some 











Z 
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HERMETICALLY V-0-M MAGIC 
SEALED HEAT VENT BREATHES 
EXCHANGER THRU WALL 

Available in 10,000 to 35,000 

BTU/hr input ratings 
Forced Air Available for 

Immediate or Later Addition 

WRITE FOR FULL INFORMATION & PRICES 


e * * a s a . 
The Ohio Foundry and Manufacturing Co. 
Dept. BPN-960 
P. 0. Box 191 
Steubenville, Ohio 
Rush me full information on Brilliant Fire 
Vent-0-Magic heaters. 
ee 
Company: 

Street: 
ee 

* = * 2 





CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No agency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the Ist of the month 
preceding publication. Address: Classified Ad- 
vertising Materials, UTANE - PROPANE 
Hogg oh S. Alvarado Street, Los Angeles 
, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. display type for headings. 
Set with 1 pt. border. Maximum ad size 
”. No cuts permitted. Publisher will set 
ad for maximum effect in space purchased. 








UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads, 
a 10% discount is allowed. 








SITUATIONS WANTED 


BUSINESS OPP. OFF.—Cont. 





FOR SALE—TRUCKS - TRAILERS - Cont. 





LP PLANT MANAGER OR CARBURETION 
sales and service. Ten years experience in 
management, sales promotion, carburetion, ser- 
vice. Prefer Western states. Reply Box 27, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





HELP WANTED 


DEALERSHIPS OPEN: EXPERIENCED 
MAN IN LPG, bottles and bulk. Agency 
Agreement. Good opportunity if has railroad 
siding and spur. RESTRICTED TERRITOR.- 
IES. WE FURNISH EVERYTHING. Tank 
Car material. Butane or Propane. Ross Oil, 
inc., Belleville, Illinois. 





EXCELLENT OPPORTUNITY FOR HON- 
EST, hard working family man who wishes to 
get ahead. Must be a self-starter requiring a 
minimum of supervision and have had at least 
2 P. Gas service and installation ex- 





2 years L. 
perience. Reply stating qualifications in own 
handwriting to: Liberty Propane Co., 2450 
Frontage Rd., Arcata, Calif. 





MANAGER TO HANDLE SALES AND act 
as Assistant to President Must be fully ex- 
perienced in all branches of gas sales. Only 
highest calibre need apply. Located on the 
Southeast Gold Coast + 4 Florida. Old estab- 
lished company, opening new office. Good salary 
and commission. All fringe benefits and good 
working conditions. Please mail resume and 
late picture to Box 42, BUTANE-PROPANE 
et 198 So. Alvarado St., Los Angeles 57, 
alif. 





SUN OIL COMPANY 
SOLGAS DIVISION 
seeks SALES ENGINEER 


Excellent opportunity for a man who has con- 
siderable experience in L.P.G. Producer sales. 
Interested qualified applicants are invited to send, 
in writing only, a resume giving full particulars 
of background to Mr. Harry Maxwell, Jr., Per- 
sonnel Manager, Sun Oil Company, 1600 Walnut 
Street, Philadelphia 3, Pa. 














BUSINESS OPPORTUNITIES WANTED 


WANTED TO PURCHASE: RETAIL LP- 
GAS business in Midwestern or Southeastern 
states. Reply Box 13, BUTANE-PROPANE 
rho a 198 S. Alvarado St., Los Angeles 57, 
alif. 








BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Blidg., Minneapolis, Minnesota. 





L-P GAS BUSINESS FOR SALE IN rapidl« 
growing area in Arizona. Past year 270,000 
gallons at 7¢ average mark-up. Serving 300 
customers. Past year’s volume increased by 
75% over previous year. For more information 
write Box 33, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 





FOR SALE: L.P. GAS and APPLIANCE busi- 
ness. 24,000 gallon storage, 2 trucks, 1 pickup, 
140-100 Ib. cylinders. Population of town 2300, 
in heart of irrigation district. No natural gas 
in town or area. Reply Box 38, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 
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FOR SALE: WELL ESTABLISHED RE- 
TAIL Butane business. Located in Southern 
state. Good equipment, good customer account. 
Owner retiring. Reply Box 44, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 


COMPLETE FUEL BUSINESS FOR SALE. 
LPG, gasoline, and diesel three bobtails, trans 
port tanks and truck. Located in south central 
irrigated farming belt, only dealer of LPG in 
town of ten thousand. Ample storage of all 
types. Terms to responsible party. Reply Box 
43, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 


FOR RENT or LEASE 


6,000 to 30,000 PROPANE STORAGES for 
sale, rent or lease. Financing and installation 
available. Reply Box 16, BUTANE-PROPANE 
aoe 198 So. Alvarado St., Los Angeles 57, 
alif. 








FOR SALE — TRUCKS- TRAILERS — 





EXCELLENT QUALITY USED ‘TRANS- 
PORTS—tTrinity’s ‘“‘trade-in transports” are 
tops in low-overhead value. Because Trinity sells 
more new transports—Trinity has the choicest 
“used transport’ selections—late models—new 
paint—good rubber and ready to make you 
money. Twins (3600/6500 W.G.), blimps 
(7000/7400W.G.), and neckdowns. Low down 
payment and terms. Phone FLeetwood 7-3961 
now. Trinity Steel Co., 4001 Irving Blvd., 
Dallas 7, Texas. 


FOR SALE—1951 GMC WITH 302 engine 
complete with twin 1,800 gallon LP tanks, 
Smith pump, 1%” Neptune Print-O-Meter, 
hoses, etc. Will sell with or without 2,500 gal- 
lon single barrel ‘‘pup’’ trailer. All in good 
condition, ready to go. Priced to sell. Cross- 
roads Cooverative Association, North Newton, 
Kansas. Phone AT 3-1970. 


USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W. C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 





30 DAY SPECIAL! 


1960 Chev. #C-6303, 2 speed, 
825 x 20, 10 ply rear tires, H.D. 
springs, PIPED COMPLETE 
with 1800 gal. twin propane 
tank, rear cabinet, packaged 
plumbing, Viking pump, Nep- 
tune Print Meter, ICC lights, 
20 Ib. fire ext., filler & vapor 
hoses, remote controls, painted, 
Fed. Tax PAID. ONLY $6,368.00 
Cash or $653.00 Down and 36 
payments of $189.15 including 
interest. SAVE over $500.00 by 
BUYING NOW! 


“Trade With a Trader"’ 

Call . . . Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. Ri-3-2374—Batesville, Ark. 


All sizes NEW & USED UNITS—Single—Twin 








YOU CAN DO IT! 


Haul More Gas . . . Less Steel . . . Load 
and Unload Faster . . . Earn More Money! 


You can do it with skillfully engineered, sleek de- 
signed, carefully balanced Nor-Tex units. The 2500 
WG Single Barrel Payload Special of 202B X-rayed 
material weighs only 12,890 lbs. . . . just right to 
escape the annual Federal tax on trucks weighing 
over 13,000 lbs.! Pump delivers 50 GPM. Single 
and Twin Barrel Nor-Tex units available in four 
models: The ‘‘Standard’’ . . . The “‘Custom’”’.. . 
The ‘‘Payload Special” . . . The “De Luxe.’’ 
Twin units, up to 2000 WG, mounted on 84” cab 
to axle. You can haul more gas . . . more profit- 
ably . . . in less time in a Nor-Tex unit. We are 
also truck distributors. You can’t beat a Nor-Tex 
deal for all-around value! 


For prices, write, wire or phone 


NORTH TEXAS TANK CO. 


Denton, Texas DUpont 2-5416 














AVAILABLE: SEVERAL GOOD QUALITY, 
used twin-barrel 200% W. P. transports. Any 
reasonable offer will buy these budget priced 
units. Trinity Steel Company, Inc., 4001 Irving 
Blyd., Dallas, Texas. FLeetwood 7-3961. 





NEW! 
PROPANE TRUCK TANKS 


SINGLE UNITS—Up to 2800 Gal. 
TWIN UNITS—Up to 2200 Gal. 


Lightweight A-202B or C-1056 
Steel... X-Rayed ... Latest Code. 
Completely Plumbed . . . 4 Models. 
Fleet Prices All Makes Trucks. 
Let Our 15 Years Experience & 
Thousands of Satisfied Customers 
be Your GUARANTEE of Satis- 
faction. 
10% Down . 86 Months on 
Balance 
No Red Tape on Financing. 
Trade With a Trader ... Save 
Money. 
Call or Write . . PRESTON GRACE 
WHITE RIVER DISTRIBUTORS 
Batesville, Ark. — Ph. RI 3-2374 








HOW TO FIND 
A BUYER 


You can do it quickly, inexpensively 
with a classified ad in BUTANE- 
PROPANE NEWS. 
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CLASSIFIED Advertising 





FOR SALE—TRUCKS-TRAILERS—Cont. 





A SMART WAY TO MAKE MONEY ON 
YOUR TRANSPORT—If you're expanding 
your transport fleet you’ll find excellent bar- 
gains (and extremely low overhead) in buying 
used transports from Trinity Steel. For Trinity 
has the best used equipment buys and widest 
selection by virtue of doing a tremendous new 
transport business. Down payments are ex- 
tremely low and terms let you eep more work- 
ing capital, All Trinity ‘ ‘trade-in” units have 
good rubber—new paint, and are in A-1 con- 
dition. Twins, blimps and_neckdowns. Call 
FLeetwood 7-3961 today. Trinity Steel Com- 
pany, 4001 Irving Blvd., Dallas 7, Texas. 





FOR SALE 
USED PROPANE TRUCKS 


Several late model, 1000 to 1500 gal... . 
re-conditioned and ready to roll. Easy 
Terms. We Trade. New Trucks too 


WHITE RIVER DISTRIBUTORS 
Phone RI 3-2374—Batesville, Ark. 














FOR SALE—TANKS - CYLINDERS 





TWO USED 30,000 GALLON PROPANE 
TANKS in good condition. Located in Char- 
lotte, N. C. area. Write to Box 42, BUTANE 
PROPANE News, 198 So. Alvarado St., Li 
Angeles 57, Calif. 





18,000 GAL. PROPANE 
tank; -5 hp motors; 1—5 hp Srunner com- 
pressor; 1 Dayton Daud pump; truck loading 
equipment; tank car unloading equipment; hose, 
fittings, dog house, fence and gates. Write 
Kay Gas Co., Box 606 Blackwell, Okla., or 
Phone 162. 


FOR SALE— 1 
> 





PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








FOR SALE 


1—30,000 gallon used propane storage com- 
plete with fittings, ladder and walkway. 
Good as new. $9,250.00 f.0.b. location. 


Mid-Continent Butane Equipment Co., Inc. 
P. O. Box 2113, Wichita, Kansas 
Phone HO 4-341! 














FOR SALE—MISCELLANEOUS ~ 





DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pred- 
uct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229. 


SEPTEMBER, 1960 


FOR SALE—MISC.—Cont. 








SERVEL GAS REFRIGERATORS 


With cross top freezers — late model, 
glass Freezer door, vegetable crispers. 
Used, guaranteed 
in good operating order. 


excellent condition, 


Special price for 
Send for 


Low delivery cost. 
half or full trailer loads. 
photo and details. 


BEACH REFRIGERATOR CO. 


196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 





BUSINESS RECORDS—Cont. 





BUSINESS RECORD _ FORMS. 
WEATHER EZE-SNAP aro invoices, 
use when making LP 


liveries. 1000 sets (3 part) imp imprinted with with — 
EGREE DAY SYS. 


address and telephone. 
Advise make of meter. 


ALL- 


for 


truck de- 


TEMS, Dept. BP WOODSIDE 77, L. L., N. Y. 





SERVING 20,000 PETROLEUM COMPA- 


NIES over 30 years with roleum 


ice 
cards, customer reminder Eze-Stik labels, tele- 


phone call—service order—L/P mete 
ery invoices, Eze-Snap Barve Form 
minum ticket holders, Sort-O-Matic 


liv- 


Duralu- 


ete. 
Write us for details, no obligation. DEGREE 


DAY SYSTEMS, Dept. B 


77, NEW YORK 


WOODSIDE 

















PROFESSIONAL SERVICES 


INCREASE YOUR PROFITS BY APPLY- 
ING my accounting and Financial controls 
that show proper Ratios for your operations. 
Evaluations, Equipment revisions, and accident 
suit assistance also supplied. Floyd F. Camp- 
hell, Management Cusanibeat, 821 Crofton Ave., 
Webster Groves 19, Mo. 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








APCO ‘Standby - Peak Shaving 
ee Mixers and Plants 


Automatic 
Construction 


Safe - Simple - 
Design - Engineering - 


APPLIED ENGINEERING COMPANY 


Orangeburg, S. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 


P. O. Box 1662 Houston, Texas 





The KNOW-HOW 
BOOK for LPG 


* DEALERS * SALESMEN * SERVICEMEN 
The Bottled Gas Manual has been 
accepted by many companies as 
the quickest way to acquaint new 
sales and service men with typical 
This 352 
page (24 chapter) text book brings 


bottle gas problems. 


practical “working” facts to your 
entire staff in non-technical lan- 
guage. Nearly 10,000 copies in 
use. 


$4.00 per copy 


We pay postage on orders accompanied 
by check or money order. In California 


add 4%, for sales tox. 


Butane-Propane News 
198 S. Alvarado Street, Los Angeles 




















BUSINESS RECORDS 


NOW! BE RST TO GUARANTEE 
SSOTOMATIC” TS. GAS DELIVERY! Gas 
delivery whenever customer’s tank gets low. 
The HIDY Degree-Day Recorder keeps you 
accurately informed of customer’s supply on 
hand. Lets you schedule deliveries more effi- 
ciently and save 30% of trucking and_book- 
keeping costs. Write for free details in ~~ 
CBS. And we’d like to know if you’re no 
using a degree day system. HIDY- BROWN 
geen Co., 6988 Five Mile Road, 
30, Ohio. 





Cincinnati 


Boss, | found the leak and saved a buck 


on a haircut! 


97 





PGA 


% How can you sell more 
appliances during the high- 
ly competitive Christmas 


season? 


% What is the most popu- 
lar holiday season promo- 
tional activity among LPG 
dealers? 


WATCH for 
the October issue 


with— 


the 1960 


Christmas 


Sell-O-Rama 


Designed to fit YOUR 
needs, it’s based on two 
special national BPN 
reader surveys — one 
made during the height 
of the last Christmas 
season, the other just 
completed. 








ADVERTISERS 


*These advertisers carry additional 
information on their products in the 


1960 Butane-Propane Catalog. 


This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly. No 
allowance will be made for errors or failure to insert. 


ACF Industries, Inc. 

American Car & Foundry Div.... 20 
American Machine & Fdry. Co., 

The J. B. Beaird Co., Subs...... — 
*American Meter Co., 
Anchor Petroleum Co. . 
Anco Mfg. & Supply Co. 
Ardmore Products Co. 
Arkla Air Conditioning Corp...... 
Armstrong Products Co. 

Ascot Gas Water Heaters, Inc..... 


“Fourth ‘Cover 


Baso, Inc. ; SEL A AE 
*Bastian-Blessing ay eee 
Beacon Petroleum Co. .. 

Beaird, The J. B., Co., Inc., Subs., 

American Machine & Fdry. Co. 

Beam Products Mfg. Co.......... — 
*Bendix Corp. 

Zenith Carburetor Div. fe 
Birmingham Stove & —" Ce. >> 8 
Blackmer Pump Co. ay ee. 
See, CO, Ge Be 
Broyhill Mfg. Co. .. ; : 
Burroughs Corp. .. ae cela gee 


Century Gas Equipment 
Marvel Schebler Prods. Div. 
Borg-Warner Corp. ie ‘3 
Charles Machine Works, Inc...... 
Chevrolet Motor Div. 
General Motors Corp. 
*Cities Service Oil Co. 
Coleman Co. ...... 
*Corken's Inc. 


Dearborn Stove Co. ........... 
Dixon Valve & Coupling Co... 
duPont deNemours, E. I. Co. 


Elgin Softener Corp... 
Ellis & Sons, Geo. D 
Ellis Manifold Co. 
Empire Stove Co. .. 


Fine Products Co. . 
Firestone Tire & Rubber Co. 
*Fisher Governor Co. 

Fisk Trailer Sales Co. 
Flamegas Detro't Corp. 
Ford Motor Co. ..... 
Fruehauf Trailer Co. 


General Controls Corp. 
General Gas Light Co... 
General Motors Corp., 
Chevrolet Motor Div. 
Grayson Controls Div. 
Robertshaw-Fulton Controls 
Griffiths, E. F., Co. 


Hamilton Manufacturina Co. 
Hannay & Sons, Inc., Clifford B..... 
Harper-Wyman Co. 

Hidy-Brown Recorder Co. 

*Hones, Chas. A., Inc. 


Illinois Bronze Powder Co. 
Johnson Machine Shop 


King-Seeley Corp., 
Queen Prods. Div. 


Little, H. C., Burner Co.......... 
Locke Stove Co. . 


Lubbock Machine & Supply Co. 
Third Cover 


Manchester Tank & Equip. Co..... 74 

Martin Stamping & Stove Co..... 

Master Tank & Welding Co 

McQuay-Norris Mfg. Co.. : 

Minneapolis-Honeywell Regulator 
Co. 

Mississippi Tank Co. 

Motorola Comm. & Electronics, Inc. 


National Appliances, Inc. 
*Neptune Meter Co. 
*North Texas Tank Co. 


Ohio Fdry. & Mfg. Co. 


Parkhill-Wade 

*Pasley Mfg. & Dist. Co... 
Phillips & Buttorff Corp. 
Phillips Petroleum Co. ..... 
Powell Co., Wm. 
*Pressed Steel Tank Co... 
Pure Oil Co. 


Second Cover 


Queen Prods. Div., 
King-Seeley Corp. 


Radiator Specialty Co. .......... 

Reznor Mfg. Co. 

Richardson Gasoline Co., Sid ..... 

Ridge Tool Co. . 

Robertshaw-Fulton Controls Co. 
Grayson Controls Div. 

Rochester Gauges, Inc. 

*Rockwell Mfg. Co. 


Gas Products Div. ..Front Cover 


Samuel Stamping & Enameling Co. 


Selwyn-Pacific Co. 
Shell Oil Company 
*Sinclair Oil & Gas Co 
Skelly Oil Co. 
Smith, A. O., Corp. 
(Permaglas Div.) . 
*Smith Precision Products Co. ..... 
Spatz Paint Industries, Inc 
Speedy Therm Inc. 
*Sprague Meter Co. 
Squibb-Taylor, Inc. 
Stewart-Warner Corp. 
Suburban Appliance Corp. 
Superior Industries, Inc. 


Temco, Inc. 

Texaco, Inc. 

*Trinity Steel Ca. 

Tuloma Gas Products Co 


Union-Texas Natural Gas vate. ive 
United Petroleum Gas Co. ..... 
United States Steel Corp. 
Columbia-Geneva Steel 
Tennessee Coal & Iron 
United States Steel Supply 
United States Steel Export Co. 


; Oe Pe GG 5s i 


*Warren Petroleum Corp. 
Waste King Corp. ae 
Weatherhead Co., The .. 


*Zenith Carburetor Div. 
Bendix Corp. 
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Heres How Lubbocks Profit 


Formula Will Work For You 


To get a capacity of 10,500 Water 
Gallons in a pressure transport tank 
and stay within a state maximum of 
73,280 Ibs., Lubbock Machine pays at- 
tention to little things, which add up to 
big savings in weight. There’s no ex- 
cess weight in Lubbock units such as the 
propane transport tank shown above 
with a capacity of 10,500 Gallons. 
Mounted on a tractor weighing 13,500 
Ibs., it is ready to roll with a payload 
of 40,000 lbs. in states permitting 


73,280 lbs. gross loading; greater ca- 
pacities are possible where maximums 
are higher. In all Lubbock units, the 
lightest weight material is used in every 
case where performance and strength 
are equal this makes possible, 
through years of experience in structur- 
al design and engineering, Lubbock’s 
profit-for-you formula. Write, wire or 
phone today and let Lubbock show you 
how it can be applied to your transport 
tank problem. 


Op) SLOG] MACHINE & SUPPLY CO., Inc. 


P. O. DRAWER 1589 = PO 2-5261 LUBBOCK, TEXAS 





ANCO LP-Gas service will handle all planning, 
designing, engineering, procurement and construc- 
tion then check-out your operators on the first run. 








SOURCE OF SUPPLY 


For 15 years an Anco quotation on an LP-Gas installation 
has been more than a $$ and ¢¢ figure. 


It includes the know-how that pays off in a smoother 
operating plant, that is complete, no extras come up at 
the last moment. 


Equipment as originally specified is installed, there is 
no substitution of inferior items to meet deadlines. 


No ANCO built plant or piece of equipment has been 
left an “orphan.” Service is always available. 


Before you modernize, enlarge or build a new LP-Gas 
plant - Let Anco show you the advantage of dealing 
with a complete organization — one source of supply. 


MANUFACTURING & SUPPLY CO. 


Tulsa, Oklahoma @ 21st at Union @  LUther 4-6187 
Memphis, Tenn. — 241 Industrial Avenue — WhHitehall 6-1694 
East St. Louis, ill. — 6503 St. Clair Ave. (Hy. 50) — Express 7-0200 
Des Moines, lo. — 327 Insurance Exchange Bldg. — CHerry 4-5347 





























